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Pull-push! Only 2 inch piston travel 
and the new Erie double action piston 
type hand pump delivers up to 20 
gallons per 86 short easy strokes. 

It's non-corrosive inside and out—alu- 
minum die cast body, brass or cadmium 
plated inside parts. ‘‘Hy-Car’’ piston 
cup will outlast any material we know 
of for pumping petroleum products. 
Series 1600 is compact and sturdy 
because it is simply designed. Choose 
from 13 models; Pedestal, Barrel or 
Skid Tank Pumps with or without meters. 
Ask for catalog and price data for 
Erie’s new 1600 line. 


ERIE METER SYSTEMS, INC. 
Exe, Pennsylvania 
















































































Mode! 1610 Piston Model 1619 Piston Model 1613 Piston ad 





Model 1611 Piston — type Pedestal P Model 1614 Piston Bar: Model 1621 Piston 
type Barrel Pump twee Skid Tank ype Pedestal Pump type Pedestal Pump wae 8 or 20 > om type Pedestal Pump 
Woh ns meter with 8 or 20 gallon 


yrst TO MOTORIZE GASOLINE Pumps meter 


FIRST WITH M-P SYSTEMS 
ERIE METER SYSTEMS, INC., Erie, Pennsylvania 





Prove how the “Quietest Tread on Earth” 


OUTGRIPS THEM ALL 
...IN ALL DIRECTIONS! 
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Side-skids—major cause of accidents. Armstrong holds along the “Lifeline”! 


Do your selling with silence— 
Demonstrate the new “hush ride” on 
ARMSTRONG’S Rhino-Flex Premiums 


Here's the one tire that “hushes as itholds” sideways. It’s the one tire that holds straight 
—and holds like no other tire ever made! along the “lifeline”. Prove this with a dra- 
Around sharp curves or on sudden stops, matic, revealing “hush ride’! Let them feel 
the exclusive Armstrong Interlocking Tread that new safety grip take hold—let them 
grips in all directions—forward, backward, hear the silence of that new tread. 


@ The Armstrong Rhino-Flex Premium gives you four pow- 
erful new selling features found in no other tire. (1) World's 
first Interlocking safety tread. 2,600 extra gripping edges 
hold forward, backward and sideways. (2) World’s first 
Uni-Cushion Contour. More rubber on the road elimi- 
nates uneven wear, bumpy rides. (3) World’s first Intra- 
Tread Bumpers muffle squeal. (4) World’s first Silent 
Traction Design cancels out noise, hum. 

UNCONDITIONALLY GUARANTEED FOR 3 FULL YEARS! 
Against all road hazards with no limit on mileage. Unserviceable tire 


will be replaced by comparable new tire with full credit for period 
of guarantee not realized. 


|, em 
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THE MIRACLE-RIDE TIRE 





In the Petroleum Industry 


Where performance counts you can count on Enjay for... 





Uniform, High Quality 


PARAFLOW 


POUR-POINT DEPRESSANTS DEWAXING AIDS 


A. pioneer and leading marketer of DEWAXING AIDS and PoUR-POINT 
DEPRESSANTS, the Enjay Company has kept pace with the increased demands 
of the petroleum industry. 


PARAFLOW DEWAXING AIDS are being used more 
and more by leading refiners of petroleum products to 
increase filtering rate and reduce oil content of wax cake 
in propane and methyl ethyl ketone dewaxing operations. 


A complete line of dependable products for Industry 


PETROLEUM SURFACE COATING CHEMICAL 





PARANOX PETROHOL 91 PETROHOL 91 
PARATONE PETROHOL 95 PETROHOL 95 
PARAFLOW PETROHOL 99 PETROHOL 99 
PARAPOID Secondary Butyl Alcohol Iso-Octyl Alcohol 
PARADYNE Secondary Butyl Acetate Decyl Alcohol 
PARATAC Isopropyl Acetate Tridecyl Alcohol 
PETROHOL Acetone Dicyclopentadiene 
Methyl Ethyl Ketone Methy! Ethyl Ketone Isoprene 
Dewaxing Aid Ethyl Ether Butadiene 
Ethyl Ether Isopropy! Ether Benzene 
Isopropy] Ether Dicyclopentadiene Ethyl Ether 
Reference Fuels Naphthenic Acids Isopropy)] Ether 
Iso-Octy! Alcohol Tripropylene 
Decy! Alcohol Tetrapropylene 
Aromatic Tars 


Acetone 
Methy! Ethyl Ketone 


The Enjay Company has long been recognized as a leader 
in the development and marketing of high-quality prod- 
ucts for the oil, surface coating and chemical industries. 
Backed by greatly expanded plant and distribution facili- 
ties, the Enjay Company is supplying a constantly grow- 
ing list of chemical products to many different industries. 
BE SURE TO CALL ON ENJAY FOR YOUR CHEMICAL NEEDS 
ENJAY COMPANY, INC. 


15 West Sist Street, New York 19, N. Y. 
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___ COMING MEETINGS 


AUGUST 


National Congress of “_-~- Retailers, 7th 
annual session, Hotel William Penn, Pitts- 
burgh, Aug. 18-21. 

Petroleum Marketers Assn., 
bell House, Lexington, Ky., 

nterstate O11 Compact Commission, 

Hotel, Billings, Mont., Aug. 31-Sept. 


SEPTEMBER 


Industry Inf Committee, 
Cleveland, Cleveland, Ohio, Sept. 9-11. 
Alabama Petroleum Jobbers Assn., annual 
convention, Whitley Hotel, Montgomery, 
Ala., Sept. 11. 
Association of Desk and Derrick Clubs of 
North America, annual meeting, Denver, 
Colo., Sept. 11-12. 
Petroleum Assn., fall convention, 
oe Hotel, Mackinac Island, Mich., 
11-1 
American Petroleum Institute, Division of Mar- 
keting, Lubrication Committee, The Tray- 
more, , Atlantic City, Sept. 16. 

Ohio P Assn., Dayton Bilt- 
more Hotel, Dayton, Ohio, Sept. 16-17. 
National Petroleum Assn., Traymore Hotel, 
Atlantic City, Sept. 16-18. 
Western Petrol Refi 











r Assn., regional 

mone. Hotel Henning, Casper, Wyo., Sept. 
4-25. 

National Assn. of Ol Equipment Jobbers, 
third annual meeting, The Neil House, Co- 
lumbus, Ohio, Sept. 27-29. 

American Society of Mechanical Engineers, 
Petroleum Division Annual conference, Rice 
Hotel, Houston, Tex., Sept. 27-30. 


OCTOBER 


Empire State Petroleum Assn., Mark Twain 
Hotel, Elmira, New York, Oct. 5-6. 
Petroleam Jobbers , fall meeting, 
Roanoke Hotel, Roanoke, Va., ” Oct. 8. 
Ol Men’s Asen., fall meeting, Roan- 
oke Hotel, Roanoke, Va., Oct. 9. 
Week, Oct. 11-17. 
Indiana Independent Petroleum Assn., Severin 
Hotel, Indianapolis, Oct. 14-15. 
Olimen’s Assn., fall con- 
vention and annual golf tournament, Bon 
Air Hotel, Augusta Ga., Oct. 15-16. 
Assn. of fourth 


Petroleum Marketers, 
annual convention and trade show, Adolphus 
Hotel, Dallas, Tex., Oct. 15-16. 

South Dakota Independent Olimen’s Assn., 
Pierre, 8S. D., Oct. 19-20. 
Western P 


‘etroleum Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark., 
Oct, 22-23. 

Manor 


Pennsylvania Petroleum Assn., Pocono 
Inn, Pocono Manor, Pa., Oct, 25-27. 
American Pet Credit Assn., annual con- 
ference, Hotel Biltmore, New York, Oct. 


Compounders Assn,, sixth an- 
nual meeting, Edgewater Beach Hotel, Chi- 

cago, Oct. 28-29. 
Ni 


Grease Institute, 
water Beach Hotel, Chicago, Oct. 29-31. 


NOVEMBER 


of Automotive Engineers, transporta- 

tion meeting, Conrad Hilton Hotel, Chicago, 

Nov. 2-4. 

American Institute, 33rd annual 

meeting, Conrad Hilton Hotel and_ Palmer 
House, Chicago, Nov, 9-12 


DECEMBER 
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An Independent refiner speaks his mind on the nec- 
essity for increases in oil products prices and why 
competition prevents collusion in the oil industry. 


Features: 
Making a TBA Budget Plan Work . pa ae 


Partners initiate an installment selling plan at their 
service stations and insure its success by studying all 
factors involved in making the program popular. 


Stressing Station Volume . 


Northwest consignee builds a thriving operation by 
looking to the future and by helping his dealers gain 
greater TBA sales and gasoline volume. 
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NPN traces the development of the tire industry’s 
pricing system from the first 5% discount 30 years 
ago to the sprawling network in today’s practices. 
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Engineer marshals facts to show that using old anti- 
freeze for more than one season is opening the door 
to corrosion damage in an automobile’s eooling system. 
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AC MODEL “L” 


SPARK PLUG 


INDICATOR 


This pressure test indicator shows rela- 
tive operating efficiency of used plugs 
compared with new ones— indicates 
when used plugs need replacement. 


Sturdy, one-piece 
body features 


% deep well spark view chamber 
*% flip-flop connector arm 
* easily read indicator dial 


* 4bolt holes for bench mounting 


mus Spark Plug Calecman'wiu. quicay 
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Behind Our Headlines 


We have carried several stories recently which indicate 
that some major oil company marketing executives are not 
too keen about bidding on turnpike station monopolies. Ac- 
cording to one big marketer we were talking to the other 
day, many of these toll road stations are white elephants— 
hardly worth all the headaches, even for the prestige and ad- 
vertising. 

Apparently some majors, who already have tried out turn- 
pike stations, are likely to hold off on future commitments un- 
less the toll road authorities make the deals more appealing 
from the profit standpoint. 

And speaking of turnpike stations, recently we heard the 
following true story about how a confidence game was worked 
by a female motorist at one of the big outlets. 

One day a sporty convertible turned into a big turnpike 
station. It was driven by a trim, young lass, and she had a 
flat tire. 

Inspection showed that the tire could not be repaired. But 
the young lady said she did not have enough money with her 
for a new one. Neither did she have a credit card or other 
financial backing. 

Wanting to be helpful the station manager suggested tha‘ 
she might wire home for money. This met with an enthusiastic 
reception, and she called Western Union in a nearby town, or 
at least pretended to do so. Then she went into a nearby 
restaurant for lunch. A little while later she was observed 
entering a phone booth in the lunch room. 

Meanwhile, the station manager received a call purportedly 
from the telegraph office. He was informed that $50 awaited 
the young lady. Forthwith the station manager put the tire 
on her car. He made arrangements for her to sign over the 
money, which he would pick up the next morning at the telegraph 
office. 

Of course the young lady was delighted at not having to 
make the trip to the next town for the money. She also was 
happy to get her new tire and the remaining change. 

A bottle of aspirin was needed for the station manager next 
day, however. The telegraph company had no money in her 
name and had never heard of the lady in question. Oh yes, not 
even the lady’s license number was obtained. 
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@ Globe-Union custom-built batteries, merchandised 
under the name GLOBE “Spinning Power”, are 
specified for many original equipment manufacturers 
as well as a host of private brands. 


Thats tress the thoroughly wed, ose § = GLOBE-UNION INC 
Globe batteries are creatively engineered to provide 


superior performance and greater dependability MUMAUESS b, WISCONSIN 
right from the start. 


SF IT'S PETROLEUM POWERED, THERE'S A GLOBE-BUILT BATTERY — RIGHT, FROM THE START! 


GLOBE BATTERY PLANTS ARE LOCATED AT: ATLANTA, GA, © BOSTON, MASS, @ CINCINNATI, OHIO © DALLAS, TEXAS © EMPORIA, KANSAS © HASTINGS-ON- 
HUDSON, N. Y. (© LOS ANGELES, CALIF, © MEMPHIS, TENN. © MINERAL RIDGE, OHIO © OREGON CITY, ORE. © PHILADELPHIA, PA. © REIDSVILLE, N. C. 
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AHEAD OF THE NEWS 





PEACE AND MANPOWER—Oil company sales de- 
partments are wondering if the Korean armistice may 
not forecast a slight lessening in the pressure on the 
manpower market. As it is today practically all sales 
strategy in the retail end of the oil business loses some 
of its steam because so many service stations are 
undermanned. The continuing shortage of younger 
men willing to take service station jobs reached an 
acute and embarrassing stage during the past year. 
Even slight relief would be most welcome. 


HELP COMING—MAYBE—Suppliers in the Michi- 
gan area haven’t decided on the exact meaning of 
the terms “temporary” and “subnormal” but some 
of them are thinking about giving their jobbers 
more assistance during local price wars. The Michi- 
gan Petroleum Assn. voted last April to ask sup- 
pliers how they define the terms “temporary” and 
“subnormal.” In answering the association, suppliers 
submitted no definitions, saying they were studying 
the matter. But some indicated they may assume 
a larger share of the load in price war areas. Cur- 
rently, jobbers share the decline 50-50 with their 
suppliers until a “low stop” is reached, after which 
the supplier carries all the burden. This “low stop” 
usually is 1.5c to 1.75c¢ per gal. below the “normal” 
dealer tank wagon. Some suppliers indicated they 
may change this sharing ratio to 25% for the jobber 
and 75% for the supplier. They also may change the 
“low stop” to 1c below the normal. 


PAD’S LIFE—PAD probably will go along with its 
present 100-employe staff until the time when alky- 
late facilities have more than covered military and 
commercial aviation gasoline requirements and the 
use of alkylates is permitted again in motor gaso- 
line. The ending of this big responsibility would per- 
mit reduction to a small “watchdog” agency, perhaps 
integrated with Interior Department’s Oil and Gas 
Division. Based on current military needs and the 
outlook for new alkylate facilities, this change could 
come within the next year—perhaps sooner if the 
military needs should drop off unexpectedly. 


WEST COAST MARGINS—Distributor margins on 
the West Coast have remained about the same since 
the beginning of World War II. Although no gen- 
eral increases are in sight, there are indications 
that some suppliers are studying the possibility of 
granting localized adjustments on the basis of indi- 
vidual conditions. Recent increases east of the 
Rockies have been taken by some distributors as sup- 
port for a bigger margin. 
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WORKING CAPITAL—A medium-sized, Independent 
oil distributor company has devised a plan it hopes 
will solve its problem of limited working capital. 
Because taxes have kept working capital down and 
restricted expansion, the distributor will form a 
separate company, sell its fleet of tank trucks to it 
at market value, then lease them back. Rate would 
be 2.5% a month for 50 months, or 125%, which 
will give the company working capital. At the end, 
trucks will be paid for, depreciation can be written 
off, and trucks can be salvaged. 


LABOR PRECEDENT—Some oil industry attorneys 
are showing high interest in what they regard as a 
precedent-setting and historic decision in labor re- 
lations. This was the decision of a federal court 
in Oregon that truckers and other common carriers 
are liable to Montgomery Ward & Co. for letting 
pickets prevent store shipments during a labor con- 
troversy. The court ruled that common carriers 
cannot shirk responsibilities because of acts of their 
employes. The court said carriers should have tried 
legal means (injunctions, etc.) to bypass pickets. 


SPOKANE HOT-SPOT—When two products pipe 
lines into Spokane are completed (one from Pasco, 
Wash. and the other from Billings, Mont.), Spokane 
is expected to have a surplus next year. Its normal 
marketing area extends to the Yakima Valley. But 
it may reach further afield for new outlets, inten- 
sifying the competition between Rocky Mountain and 
West Coast suppliers. 


LABOR RULING—Oil, along with other industries, 
probably will be feeling the effect soon of a prece- 
dent-setting decision in which the National Labor 
Relations Board held that a newly-elected union is 
entitled to immediate bargaining rights. This first 
decision in the 18-year history of the federal labor 
law means that this new right cannot be denied until 
the expiration of an unreasonably long-term contract 
held by another union. 


ATTRACTING RESORT DOLLAR—A growing num- 
ber of service stations in the resort areas of Southern 
Ontario, Canada, are displaying A-boards saying ‘““We 
honor credit cards of all major oil companies.” Credit 
card use in Canada has been gaining in popularity, 
but this summer shows a marked rise in spots where 
“all credit cards” are accepted. 








SEE YOUR CONOCO MAN— 
call or write him today: 
Continental Oil Company— 
Albuquerque, Butte, Chicago, 
Denver, Fort Worth, Houston, 
Kansas City, Lincoln, 

Los Angeles, New York, 
Oklahoma City, Salt Lake City, 
or Ponca City, Oklahoma. 
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For a more PROFITABLE FUTURE 
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CUCCESS 


fora jobber like you! 


Throughout Conocoland, the famous Conoco Triangle has been a signpost 


to bigger and better business for profit-minded jobbers. No wonder more 
and more jobbers are swinging to Conoco right now! 


AND HERE ARE [Zeusiness-Bui.pine REASONS WHY: 


1 


That Great Sales-Builder—the Conoco Touraide 
—the outstanding, free travel service that’s per- 
sonalized and tailor-made to fit every traveller’s 
trip. Available only through Conoco dealers. 


Multimillion-Dollar Advertising — your business 
will profit from this Conoco national advertis- 


ing in magazines, newspapers, farm papers, on 
billboards, radio and TV. 


Conoco Super Motor Oil—a super sales-maker 
throughout the nation . . . the unbeatable 
heavy-duty motor oil that helps engines eat less, 
run better, live longer! 


Conoco Gasolines —tailored to the area and the 
season that meet your customers’ needs. 


Conoco Lubricants —a full line of top-quality lu- 
bricants, manufactured in Conoco’s own grease 
plant under controlled laboratory conditions! 


Two Great Conoco Anti-Freezes — Conoco Per- 
manent Type and Conoco Anti-Freeze (Meth- 
anol Type)— both red-hot for cold-weather selling! 
Complete TBA Program—B. F. Goodrich Products 
—this topflight TBA line means high profits and 
repeat business, thanks to the sales appeal of 
the famous B. F. Goodrich name. 


9 


Skilled Conoco Merchandisers —these specially 
trained and skilled merchandisers help boost 
service station business with valuable merchan- 
dising “pointers” right at the point of sale. 


Conoco’s New Credit Check Book—helps sales 
soar because it’s so easy for motorists to “‘charge”’ 


what they buy . . . no carbons or invoices to 
mess with. 


Promotion-Lively Stations —Conoco stations are 
“‘stand-outs’’ because something’s ‘‘always 
cookin’ ’”’ promotion-wise—like the highly suc- 
cessful Conoco “Spring Tonic” and Safety-First 
services with their colorful signs, banners, and 
novelty give-aways. 


Leader in Research—Conoco products have the 
backing of one of the greatest research teams in 
the industry . . . the same group who pioneered 
additive-improved motor oils. 


A Company to Grow with— Continental Oil 
Company —a sound, progressive company with 
77 years of progress behind it, and a mighty 
lively future ahead. A great friendly team of 
men who understand your problems and work 
with you to assure your success! 
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with a NEW TIRE for your customer 








What Other Line 
Offers All These Features? 
¥. A great tire backed by a great 

rnanufacturer. 

2. 5520 road-holding safety sipes and 
gripping edges for greater protec- 
tion on good roads and bad. 

3. Precision balance. 

4. 18-MONTH UNCONDITIONAL GUAR- 
ANTEE. Unserviceable tire will be 
replaced by comparable new tire 
with full credit for the period of 
gvarantee not realized. 

5S. A complete line of passenger and 
truck tires, all sizes. 

6. Powerful local and national adver- 
tising to pre-sell your customers. 
7. And a protected franchise that 

makes sure you keep them. 








--- WE GUARANTEE IT! 


If your customer cuts his Norwalk tire on a curb ...drives over a 
bottle ... picks up a spike or damages his tire through ANY 

road hazard, we don’t quibble about “repair or replace.” Our 
guarantee says replace and we do— immediately! Your customer 
gets a brand new tire for any Norwalk damaged during the 

18 months covered by the Guarantee ... regardless of mileage! 
That’s right, he could drive thousands of miles in the first month 
and still get a new Norwalk for only 1/18th the original cost! 

A terrific sales feature? You bet it is! And you’d be amazed 
how fast the good word gets around! Put Norwalk’s outstanding 
guarantee to work for you—there’s no surer, faster way to sell 
tires. Like the full story? Write the 
Armstrong-Norwalk Rubber Company, 








Norwalk, Connecticut. Today! 


COMPARE 
THE GUARANTEE! 


RWALK = TIRES 


Plants at Norwalk and West Haven, Conn., 3 Miss. and Des Moines, lowa 
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WASHINGTON 





Bills Affecting Jobbers Gather Dust 
As Congress Winds Up Its Business 


By Andrew R. Patia, Washington Editor 


As Congress 

came down to the 
final wire for this session, oil jobbers 
are facing the fact that they will 
have to wait at least until next year 
for action on these several bills of 
primary interest: 

Exemption from the minimum wage 
and overtime pay provisions for oil 
distributors having primarily a local 
business; refund of federal taxes 
paid on gasoline destroyed by acci- 
dent; exempting “hot tractor” fuel 
from the U. S. gasoline tax; writing 
into law the Supreme Court decision 
in the “Detroit Case” that “good 
faith” was a complete defense against 
price discrimination charges. 

The wage-hour and “good faith” 
bills are the controversial measures. 
Congressmen concede that, on the 
former, oil distributors have a good 
argument for exemption but they pre- 
fer to put off relief for any one in- 
dustry pending a complete review 
of the labor laws by Congress. 

A lot of tugging and pulling is in 
the cards for the “good faith” bill 
and Congress was shying away from 
just about everything but the “must” 
bills this session, especially those 
that might get involved. 

As for the two tax bills, they were 
just “little boys” who got lost in 
rush to head for home as soon as 
possible. No serious opposition has 
shaped up against either of the bills 
but they just were too far down the 
list for anybody to push through. 
Also delaying the tractor fuel bill was 
the failure of the Internal Rev- 
enue Service to-come through with 
its views, as requested by Congress. 


Isn’t it a bit strange that, the day 
before a report was made available 
to the press from the Senate Small 
Business Committee, a press release 
hailing the “unavailable” report had 
been prepared from another source 
and was being distributed. 

The report scored the marketing 
practices of tire manufacturers and 
large distributors (including oil com- 
panies). The cheering was done by 
George J. Burger of the National 
Federation of Independent Business. 
He is a tire dealer who has long 
lobbied against the large companies. 
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And darned if the report doesn’t par- 
rot some of Mr. Burger’s past “find- 
ings.” 


Joseph LaFortune, the new Deputy 
PAD, isn‘t sparing the horses in try- 
ing to grasp the multitude of vary- 
ing problems involved with the job. 
Every day he meets with his top 
aides and specialists to check signals 
and keep abreast of developments. 


A lot of the mechanical and paper 
work ended when materials controls 
were lifted July 1 but it is still a 
full-time job. PAD must: Keep war- 
time supply-demand studies up to 
date for the Nationa] Security Coun- 
cil; help the military with its pro- 
curement problems; advise Congress 
and other agencies on oil; and keep 
a close check on industry operations 
and problems. 


Oil jobbers are almost always hap- 
py to see more and more transporta- 
tion facilities being installed. 

So jobbers probably will keep in- 
terested eyes on the proposed project 
of Triangle Pipeline Co. from Shreve- 
port, La. to Covington, Ky., with 
take-off terminals at Corinth, Miss., 
and Nashville, Tenn. 

Also watching the project, but not 
so happily, is the U. 8S. Pipeline Co. 
It sees a competitor getting the jump 
on some of the territory where it 
had planned to drop products with a 
proposed line from Beaumont, Tex., to 
Newark, N. J. The latter project has 
been stalled in the courts by protests 
of barge operators against the “guar- 
anteed tender” contracts the company 
planned on using to line up shippers. 


PAD and the military would like 
to see oil refiners doing more de- 
velopment work on producing jet 
fuel from a blend of natural gasoline 
and distillate fuels. It is a more ex- 
pensive proposition but might be use- 
ful in time of war to help hold down 
increases in crude production and/or 
the cut in motor gasoline in order 
to service the military. At least one 
refiner has proved that this blending 
can be utilized to produce jet fuel 
to military specifications. 
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WHY 


are more and more In- 
dependent Distributors 
from Maine through 
the Carolinas switching 
to Richfield? Here are 
just two reasons— 


NEW RICHFIELD ETHYL 107 PLUS 


Get all the reasons why 
you'll do better with Rich- 
field. Phone, wire or write 


Ni@uiaia ay 


OIL CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 
FROM MAINE THROUGH THE CAROLINAS 
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New Westinghouse Campaign 


SELLS YOUR DEALERS AS SAFETY CHECK HEADQUARTERS 





In every town, people will come to know this new 
SAFETY CHECK Emblem. They'll go to the dealer that 
displays it because they'll want Safety Check service. 

The emblem pledges your dealers to check windshield 
wipers, battery, all lights, tires and brakes on every car 
left for service. Checks they now do as a courtesy. This 


new campaign sells dealers as Safety Check Headquarters. 
Tie-in and profit. 


HEAD’ fERS Free promotion kit brings in business and iden- 
tifies your dealers as SAFETY CHECK HEAD- 
QUARTERS. It contains: 


( carery, 

SAFI ly s 
‘er BUSINESS 
OP, — 


30" x 13" Transparent Streamer 
Auto Bulb Guide Chart 11" x 14" Counter Card suitable for framing 


Order Form Dealers 


Emblem (choice 
of Decal or Paper Direct Mail Post 
Snap-on Safety Cards with or without 
Check List Tags dealer imprint 
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Your dealers will also obtain a Poncho in every display kit when they pay 60¢ for the kit. Made of durable plastic 
in a bright yellow, with the Safety Check Emblem on the back, it will last a long, long time. 


WRITE TODAY FOR INFORMATION 
TO WESTINGHOUSE LAMP DIVISION, 
DEPT. NP8, BLOOMFIELD, N. J. 


you can BE SURE...1F ITS 


Mail letters for F . 3 . 
Shack Canaan to yo Westinghouse 
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4 Reasons why U.S. Peerless Rubber Separators 





make better batteries easy to sell! 


Bint out these convincing selling facts 
to your customers. They will buy better 
batteries—and you will get better volume. 


(1) —20% faster cranking speed — because 
the high porosity of Peerless permits faster 
circulation of acid. 


(2)—Improved starting performance in 
cold weather, delivering up to 10% more 
power when needed most. Peerless separa- 
tors require minimum charge currents, 
assure lower operating costs. Extra pro- 
tection in hot weather. 


(3)—Superior mechanical strength of 


Peerless prevents cutting by warped or 
broken plates. 


(4) —Unaffected by overcharging, heat, 
battery acid or plate pressure. 


A battery equipped with Peerless Rubber 
Separators not only works better but lasts 
longer, saves time and money. No layovers 
for frequent recharging. Developed by 
United States Rubber Company. Sead the 
coupon for your free, informative book- 
let describing the physical, electrical. 
chemical and performance characteristics 
of Peerless. 


United States Rubber Company 
Rockefeller Center, N.Y. 20, N.Y. 
Gentlemen: 

Please send me my free copy of book- 
let on U.S. Peerless Rubber Separators. 


[ 
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UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department « Rockefeller Center, New York 20, N, ¥. 
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Record Middle East Crude Production 
Reflects Growing Price Competition 


Crude oil production in the Middle 
East soared to an all-time record in 
the first half of 1953, according to 
data reported by the Petroleum In- 
formation Board in London. 


The board’s figures were given in 
metric tons. These have been con- 
verted for NPN readers to barrels 
per day approximations as follows: 
First half of 1953 production was 
about 2,282,000 b/d, compared with 
about 1,942,000 b/d in first half of 
1952 and about 2,085,000 b/d in the 
last half of 1952. 


This report emphasizes how lower 
laid-down costs of Middle East crude 
shipped to the United Kingdom and 
European continent, as well as to the 
U. S. East Coast, is increasing com- 
petition pricewise to crude oil shipped 
from Venezuela or West Texas (see 
NPN July 22, p. 28). 


About the time the London report 
was issued, Creole Petroleum Corp. 
noted that its operated crude oil pro- 
duction for June, averaging 727,945 
b/d, was down 4,566 b/d from May. 
Net production plus purchased roy- 
alty oil for June was 786,069 b/d, 
down 4,624 b/d from May. 


U. 8S. crude production averaged 
6,568,700 b/d in the week ended July 
25, up 18,100 b/d from the previous 
week. Record for U. S. production is 
6,668,550 b/d attained in the week 
ended Nov. 29, 1952. 


Crude Runs Gain—Crude runs to 
stills at U. S. refineries in the week 
ended July 25 were only 142,000 b/d 
under the record of 7,267,000 b/d at- 
tained in the week ended July 11. 
Throughput averaged 7,125,000 b/d in 
the week ended July 25, up 37,000 
b/d from the previous week, accord- 
ing to API's statistical report (see 
summary table below). 

Gasoline production at refineries 
rose 446,000 bbl. from the week ended 
July 18 and came within 48,000 bbl. 
of the record 25,002,000 bbl. set in 
the week ended July 11. 

Kerosine production declined 45,000 
bbl. and distillate fuel oil production 
dropped 716,000 bbl. from the previ- 
ous week. Residual fuel oil output 
showed no change. 

Primary stocks of gasoline declined 
seasonally by 374,000 bbl. All other 
product inventories showed gains, 
most marked being 3,202,000 bbl. for 
distillate. 


Penna. Crude Runs Off—Pennsyl- 
vania Grade crude oil runs to stills 
dropped 5,953 b/d in the week ended 
July 25 as compared with the pre- 


14 


vious week, according to the Nation- 
al Petroleum Assn., as follows (in 


b/d): 

Week Ended Week Ended Week Ended 

duly 25, 1953 duly 18, 1953 July 26, 1952 
43,418 49,371 49,040 


Imports Rise—Crude oil and prod- 
ucts imports into the U. S. in the 
week ended July 25 were up 96,400 
b/d from the previous week, accord- 
ing to API. East of California im- 
ports rose 91,100 b/d, while Califor- 
nia imports were up 5,300 b/d. 

Week Week 4 Weeks 
Ended Ended Ended 
duly 25 July 18 July 25 
(Bbis. per day) 
East of California: 
Crude Oil ....... 555,500 579,200 524,400 


Residual fuel oil .. 318,400 206,300 266,900 
Distillate fuel ofl . 12,000 5,000 6,800 





AOTUON, i camobids \ Haekee' * bet ees 2,400 
eg ree 10,400 14,100 6,100 
| Gr ee 896,300 805,200 806,600 
California: 
Crude oil 42,700 37,400 59,600 








ee 2,700 , : 
Total U. 8. Imports 939,000 842,600 866,200 

During May total imports of crude 
oil and products climbed to an aver- 
age of 1,065,000 b/d, with crude im- 
ports alone setting an all-time rec- 
ord average of 669,000 b/d—17,000 
b/d greater than the previous high of 
652,000 b/d in March, 1953 and up 
52,000 b/d from April. 


An NPN compilation of Census Bu- 
reau statistics showed that May im- 
ports were up 61,000 b/d from the 
April average of 1,004,000 b/d. Resid- 
ual fuel oil imports averaged 376,000 
b/d, up 14,000 b/d from the pre- 


vious month. 

Compared with the same month of 
1952, May imports were up 145,000 
b/d, with crude up 157,000 b/d and 
residual down 12,000 b/d. 

Census Bureau statistics also 
showed exports of U. S. crude oil 
and products in May dropped to an 
average of 332,000 b/d from an av- 
erage of 453,000 b/d in April. 

More May ‘Gas’ Data— API re- 
ported the following additional May 
gasoline consumption estimates (in 
thousands of gal.): 


May May 

1953 1952 % Change 
Colorado 46,460 45,166 + 2.9 
Missouri ......... 123,301 128.497 — 4.1 
Montana ......... 22,318 23,993 — 7.0 
New Hampshire ». 12,516 12,497 + 0.2 
Re er ree 21,765 19,284 +12.9 3 


Steel Uses Less Oil—The steel in- 
dustry used a record amount of nat- 
ural gas last year, but its consump- 
tion of fuel oil dropped 250 million 
gal., according to a report issued by 
the American Iron and Steel In- 
stitute. 

The institute explained that the 
long steel strike last year actually 
helped to increase the use of natural 
gas because gas was burned to keep 
idle furnaces warm enough to avoid 
damage. Total natural gas use in 
1952 was nearly 209 billion cu. ft., 
as against 206.7 billion cu. ft. in 1951. 

The steel industry used about 2.25 
billion gal. of fuel oil and 262 mil- 
lion gal. of tar and pitch in furnaces 
last year. In 1951, fuel oil use totaled 
about 2.5 billion gal. and tar and 
pitch use about 284 million gal. 

Use of liquefied petroleum gas 
dropped from 16.5 billion gal. in 1951 
to 14.6 billion gal. in 1952. Consump- 
tion of coal decreased from 100 mil- 
lion tons to 87 million tons in the 
same period. 


Summary of API Report on Refining Operations 


(U. S. totals — B. of M. basis) 
Week 


Week Increase 
Ended Ended or 
duly 25 July 18 Decrease 
Production (figures in bbls.) 
Crude runs—daily avg. 7,125,000 7,088,000 + 37,000 
Foreign crude included 616,000 675,000 — 59,000 
Percent speonai ; 92.4 92.0 + 0.4 
Gasoline 24,954,000 24,488,000 + 466,000 
Kerosine 2,212,000 2,257,000 — 45,000 
Distillate fuel oil . 10,023,000 10,739,000 — 716,000 
Residual fuel oil 8,778,000 8,778,000 
Stocks 
Finished & unfinished — 143,446,000 143,820,000 — 374,000 
Kerosine pret trae eels 30,312,000 29,644, + 668,000 
Distillate fuel oil ....... 98,114,000 94,912,000 + 3,202,000 
Residual fuel oil ........ : 48,886,000 47,779,000 +1,107,000 
Summary of B. of M. Report on Crude Oil Stocks 
Week Change Change 
Ended from from 
July 25 duly 18 June 27 
(figures in bbis.) 
Total crude oil stocks in U. S. . 279,110,000 — 519,000 — 748,000 
Total located in PAW District 1 ... 19,884,000 + 711,000 — 491,000 
Total located in PAW District 2 91,251,000 + 1,934,000 + 1,799,000 
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True, selling jacks isn’t as simple as playing checkers. 
However, still have to keep one jump ahead of 
the other fellow. 


Selecting the right jack to fit your servicing needs also 
is a move that requires more thought than deciding 
which men to maneuver on the checkerboard! 


Here’s why we say, “whether you sell jacks or use 
them, make YOUR Profit-Move with AUSCO”: 


COMPETITIVELY PRICED—investigate AUSCO’s low prices 
that keep you a jump ahead of competition. 
HIGHEST QUALITY—every AUSCO Jack is made 100% 
by AUSCO ...from castings to finely-machined hydraulic 
pistons...in the world’s most modern jack plants... backed 
by multi-million jack-building experience for America’s 
foremost car and truck factories. 
COMPLETE LINE—hydraviic or mechanical, resale or 
service use, % to 20-ton capacities...and a full line of 
+ | hydraulics with extra-high lifting range. 
it 5 YOUR UNCONDITIONAL PRODUCT WARRANTY—this applies 
to every jack that comes off an Ausco assembly line. 


profit-move 


Look over the formidable array of Ausco Jacks shown 
here, then make your Profit-Move with Ausco... start 
by sending for your free copy of Ausco’s 1953 Jack 
Catalog, No. 153A, which contains many other models 
not pictured here. 





Se. 
4 U.S.Patent Nos. 2,630,295; 2,630,296 and 2,687,523 B-B02 


AUTO SPECIALTIES MFG. co., Dept. NP-8, St. Joseph, Mich. Other Plants: Benton Harbor and Hartford, Mich., Windsor, Ont., Coneda 
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When you 


moro KELLY 


you’re really in 


Kelly has the tires 
and the deal that can 
build profits for you! 
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Good Deal! You get tires that sell 
at top prevailing prices . . . a sales- 
incentive plan that keeps you fully 
competitive . . . powerful national 
and locdbedvertising support. Great 
Tires! Yow get a complete line . . . 
built to deliver extra thousands of 


7 


Truc Trac Commercial Heavy 
ruck 


safe miles . . . backed by a 59-year 
reputation for fine tire building. . . 
known and accepted everywhere for 
quality. Write The Kelly-Springfieid 
Tire Company, Cumberland, Mary- 
land, for all the facts and figures. 
You'll see for yourself that .. . 


Selling Kethy Tires is a Good Business! 


Dual Trac 


Tread Truck Special Service 
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All dressed up... 
IN PETROLEUM PRODUCTS! 


Miss Joanne Melberg was crowned 
Queen of the Lakes at the Minneapolis 
Aquatennial Summer Festival last 
month. 

But what, you ask, has that got to do 
with the petroleum business? Just this— 
Miss Melberg’s entire wardrobe, includ- 
ing the nylon evening gown she is 
wearing in the picture above, was 
made of petroleum-based synthetic 
fibers. In addition to this nylon dress, 
her official Festival wardrobe con- 
tained suits, dresses, gloves, hats and a 
bathing suit of “Dacron” polyester 
fiber. And as Queen of the Festival, 
she is being sponsored by the Oil In- 
dustry Information Committee of the 
American Petroleum Institute. 

This fashionable wardrobe is an ex- 
cellent example of how the petroleum 
and chemical industries are working to- 
gether to develop a world of new prod- 
ucts that mean easier and more com- 
fortable living for millions of people. 

Textile fibers by Du Pont are only 
one example of the tremendous prog- 


ADVERTISEMENT —P. 





d for the Petrol: Ch 


How motorists choose the 
grade of gasoline they buy 


A merchandising opportunity is pointed up in Du Pont Survey 
Report No. 3 on Consumer Gasoline Buying Habits 


Once the motorist has decided to buy your brand of gasoline and driven into 
the station, which grade will he choose? And what is the basis for his choice? 
Is it price ... power... mileage ...orthe particular requirements of his car? 

Findings on these questions are discussed in Report No. 3 of Du Pont's 
Consumer Gasoline Buying Habits Survey. It is now being distributed to 


refiners and marketers. 





THREE REPORTS on Du Pont's continuing survey of Gasoline Buying Habits have been published 
so far. The first was a study of service station selection and loyalty. The second covered brand name 
recognition and loyalty. Future reports will deal with price and credit cards, oil and TBA purchases, 
and dealer services. 


To get this information, 3,100 house- 
hdld interviews and 21,000 observa- 
tions at 1,193 service stations were con- 








ress now being made in the develop- 
ment of petroleum-based chemical 
products. The complete roll call in- 
cludes hundreds of products that make 
our work easier, our recreation more 
enjoyable, our homes more livable, our 
farms more productive, and our indus- 
tries more efficient . . . products like 
anti-freeze, insecticides, synthetic rub- 
ber, weed killers, plastics, explosives, 
ot sap detergents and pharmaceuti- 
cals. 
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icals Division of E. 1. du Pont de Nemours & Company (inc.) 


ducted as part of the Du Pont survey. 
National in scope, the survey is repre- 
sentative of gasoline buying patterns 
and trends throughout the country. 


WEST PREFERS PREMIUM 


In only one of the four major gasoline 
marketing areas of the U. S., does the 
preference for premium exceed that for 
regular. This is in the West where 
55.2% of the motorists say they usually 
buy the premium grade. In the South 
the preference for the two grades is 
practically equal. In the Central area, 
a big majority prefer regular and regu- 
lar has an edge over premium for the 
motorists’ pore in the Northeast. 
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Survey Report 


PRICE FACTOR 


As might be expected, the customers 
who own more expensive cars and are 
in the higher income groups are the 
principal premium purchasers. 

Among those motorists surveyed who 
usually buy the regular grade, 51.9% 
said they do so because it is cheaper. 
However, there is equal mention of 
performance of regular as “reason” for 
its selection. Many of those who usual- 
ly use regular say its performance is 
satisfactory or equal to that of pre- 
mium. 


PERFORMANCE COUNTS 


Among the premium users surveyed, 
by far the greatest majority gave rea- 
sons that added up to “performance.” 
Of these, 56.9% oo stated that 
more power, better pickup, accelera- 
tion and all-around performance were 
the main reasons for their choice. One- 
quarter said they use premium because 
it prevents knock. Better mileage, faster 
starting and high-compression engine 
requirements were ee as reasons for 
choosing premium by the remainder of 
motorists who swede 

When asked directly wee to they con- 
sidered the chief differences between 
the two grades, the motorists surveyed 
supplied a wide variety of answers. 
Power, octane rating, starting speed, 
mileage and smoothness of perform- 





Accoptence of premium is high, 
when offered, even by owners 
of older and cheaper cars. 




















A TYPICAL PAGE from Report No. 3 shows 
that customer acceptance of premium grade 
gasoline is high, when offered by dealer. 


ance were the answers most frequently 
encountered. Such factors as knock re- 
sistance and the addition of special in- 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 
Wilmington 98, Delaware 


Petroleum Chemicals Division * 





GULF COAST DISTRICT MANAGER 


CHARLES D. TOWERY is manager of the 
Du Pont Petroleum Chemicals Division 
Gulf Coast District. He joined the 
Du Pont Company in 1947. After three 
years as a sales-service representative 
in the Petroleum Chemicals Division, 
he was made district manager of the 
Mid-Continent District and was trans- 
ferred to his present assignment in 
1952. 

Mr. Towery brought to Du Pont a 
broad background in oil refining. It be- 


gan with a B.S. degree in Chemical En- 
gineering from Texas A&M in 1932. He 
then joined the sales department of the 
Gulf Oil Corporation. 


In 1934 he joined the Smiths Bluff 
Refinery of the Pure Oil Company. For 
three years he worked on all phases of 
physical and chemical analysis—includ- 
ing knock test engines—at the refinery 
control laboratory. 

He was transferred in 1937 to Pure 
Oil Company’s operating department 
as a process engineer. There he gained 
wide experience in distillation, treat- 
ing, pumping, blending, instrumenta- 
tion and many other facets of oil re- 
fining. Later he was moved to the com- 
pany s Chicago office and was assigned 
to pilot plant studies. 

Mr. Towery was called by the Navy 
in 1942 as petroleum specialist. Fol- 
lowing his discharge in 1945 as a Lieu- 
tenant Commander, he was associated 
with Bethlehem Supply Company as 
sales engineer in the Refinery Sales 
Department. 








gredients received a smaller percent- 
age of mentions. 


SALES OPPORTUNITY 


One of the most interesting parts of 
this Du Pont Survey Report No. 3 deals 
with the way in chew sginbesatre ask 
for, or “are sold,” a particular grade of 
—. This part of the survey is 

ased on the service station observa- 
tions. These observations reveal what 
motorists and dealers actually do at the 
point of purchase, rather than what 
they think they do or say they do when 
questioned. 

These observations showed that two- 
thirds of the premium purchasers re- 
quested it themselves. Only one out of 
eight of all the motorists observed were 
offered premium. However, two out of 
three of the motorists observed, who 
were offered premium, followed the 
suggestion of the dealer in grade selec- 
tion. And even among the owners of 
older and cheaper cars, the acceptance 
of premium grade offers was high. 

Information like this, we believe, can 
be extremely valuable to oil companies 
in planning their service station mer- 
chandising and promotion campaigns. 


Petroleum ( 


District 
Offices: 





NEW YORK, N. Y.—1270 Ave. of the Americas 
CHICAGO, ILL.—8 So. Michigan Bivd. 

TULSA, OKLA.—1811 So. Baltimore Avenue 
HOUSTON, TEXAS—705 Bank of Commerce Bidg. 
LOS ANGELES, CALIF.—612 So. Flower St. 





LITERATURE AVAILABLE 


Here is a partial listing of the bulletins, 
reports, booklets and aids available to 
you through any Du Pont Petroleum 
Chemicals Division district office: 

The Service Station and the Motorist— 
Report Nos. 1, 2 and 3 are now 
ready for distribution. Authoritative 
studies on gasoline buying habits in 
regard to service station loyalty, 
brand name loyalty and gasoline 
grade selection Serials A-5396, 

A-5347 and A-5826 

Du nen Fuel Oil Additive No. 2—A 12- 

e bulletin describing this ashless 
abilizer and dispersant which pre- 

nce clogging of fuel oil screens 
Serial A-5201 

















REG y.s Pat OFF 
Better Things for Better Living 
. » through Chemistry 


hemica 




















Phone COlumbus 5-3620 
Phone RAndolph 6-8630 
Phone Tulsa 5-5578 
Phone PReston 2857 
Phone MAdison 1691 


ADA: Canadian Industries Limited—Toronto, Ont.—Montreal, Que.—Caigary, Alta. 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539—Wilmington 98, Del. 





Printed in U.S. A, 














TYPE 100 — Furnished with hold-open type fuse 
trip lever or straight wrench held open by cable 
ond fusible link. 


TYPE 101 — Feotures hold-open type fuse trip 
lever which closes the valves in case of fire, and 
theft-proof locking device. 


PePPPED ETE 





Specify these dependable Wheaton Valves for posi- 

tive action, automatic closing of tank outlets in case 

of fire. Leakage is prevented by use of a composition 

plunger disc and floating stem for even seating. , ae, —_ 
Valve seat is sufficiently far from threads to prevent Fomeiié fice Quality Sine R02 


ee FW Goa hagpbabacoy 


distortion which might result from improper tapping 


of the tank flange, Full flow is assured by large port COUPLINGS 
openings and tank flange threads «. pipe Sie larger EIGHTY Wee 


oe than outlet threads. . _ REQUEST; ASK FOR CATALOG NO. 6) 


VALVES © FAUCETS * JOINTS * VENTS 
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DISPENSERS ALL THE TIME 





ASSURE DELIVERY TO ALL 
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DUAL units 


the RCP- 





| REMOTE CONTRO 


The RCP-400 gives you the top performance of 

two motors and two pumps with this big PLUS — s 4) 2 
By a flick of an electrical control, a single motor and iN 4) 
pump unit takes over pumping operation to all dispensers — 4 “) e's 
gives uninterrupted delivery during repair or maintenance 7 
and permits balanced use of both motors and pumps. 


The RCP-400 has all these advantages: 


@ Built-in stand-by — a vital feature 


@ No untried, unfamiliar components — every part 
proved in station use 


@ Located above ground for fast, inexpensive maintenance 
@ No special service techniques or equipment required 

@ Simple, inexpensive piping installation 

@ Inexpensive 3-wire electrical system 


—_ 
bn 
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FOR PREMIUM FOR REGULAR 
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How the Gilbarco RCP-400 Selecto-Flo* System Works— 


The “A” dispensers on the pump island start and stop 
remote pump “A.” In like manner, “B,” “C” and “D” 
dispensers start and stop their corresponding pumps. 


However, by means of a simple electrical control, either 
pump within an RCP-400 unit can be made to supply the 
other group of dispensers. (The “B” dispensers 

operating the “A” pump and vice-versa.) 


OR — and this is the built-in stand-by feature of the Gilbert & Barker 


Manufacturing Company 
RCP-400 Selecto-Flo System — both groups of dispensers West Springfield, Mass. 


(all six in this instance) can be supplied by either side 4 fk. Toronto, Canada 
(“A” or “B”) of the RCP-400. 


Write for complete information 


*Trade-Mork 
(other models available for remote pumping of either one or two products) 





Take Your Pick for Better Hose Performance 


For fast, safe loading or unloading of petro- 
leum products always specify Hewitt-Robins CHECK for information about these 
hose at your marine terminal or bulk plant. job-tested Hewitt-Robins Hoses for your 
We job-engineer just the right hose to meet operation, or call your Hewitt Rubbor 
‘ P ° Distributor. 
the specific requirements of every operation aii Wik Rins adit” ChisighsD Wenn Bets 
. hose that provides top quality perform- 


‘ HOSE: CJ—Tank Truck 
ance—greater safety—long-life economy. C—osap CI—LP & Butane Gas 


Hewitt-Robins, leading pioneer in petro- Pageant oe laces 
via — icc 
leum hose development, manufactures more Refueling []—Molded Rubber 
than 1,000 types of industrial hose, includ- (J—Barge Loading Products 
ing a complete line of quality hose for the C)—Fuel Oil (C}—Tank Drainage 


petroleum industry and marketing field. 














HEWITT-ROBINS HR INCORPORATED 


EXECUTIVE OFFICES STAMFORD, CONNECTICUT 


DIVISIONS: HEWITT RUBBER +» ROBINS CONVEYORS + ROBINS ENGINEERS +» RESTFOAM® 
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i Right for replacement... ‘, 
\” Deleo Gas Pump Motor « 


i" 


“y 


Conforms to standards... 
suitable for all pumps 


Delco, in the interests of standardization 
in the gas pump field, has developed a 
motor of exceptional dependability, par- 
ticularly suitable for all service station 
gasoline pumps. 


The Delco motor is Ys horse- 

power, single-phase, capacitor-start, de- 
signed and constructed to withstand the 
rigorous conditions encountered in gas 
pump operation in all climates at all seasons. 
It conforms to Delco’s own high standards 
of precision manufacture and dependable 
service. Any of the Delco offices listed 
below will gladly supply complete details. 
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The best running mate your product can have 


| DELCO 


DAYTON OHIO 


PRODUCTS 


Division of General Motors Corporation, Dayton, Ohio 





SALES ATLANTA CINCINNATI 
OFFICES: CHICAGO CLEVELAND 


Advertisement 


DALLAS HARTFORD 
DETROIT PHILADELPHIA SAN FRANCISCO 
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TRIBUTES TO SOME PEOPLE WE ALL LIKE: 
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Advertisement 


by Epcar A. Guest 


Who are those corporations great with wealth immense and world-wide fame? 
We buy their gasoline and oil and every one is known by name, 


But at their stations, large or small, we're met by men of humble rank 


No president of their company ever comes out to fill the tank, 


Nor does the Chairman of the Board appear with smiles to greet us then. 
Not from the office comes their fame, but from their station service men. 


There are some stations where we stop and other stations that we pass, 


And it is often just because we like the man who pumps the gas. 


We've shared his friendship down the years, we know his hopes and dreams and aims 


He’s told us of his joys and woes and we have learned his children’s names 


He’s kept our windshields shining clear, our tires and motor in repair 


*Tis he and not the company, however great that takes us there. 


Since upon gas and oil and aid all motorists dependent are 


Were there not service stations near, but few of us would drive a car, 


Did we not know along the miles, wherever we may choose to roam 


We'd meet-with friendly service men we'd all prefer to stay at home. 


So not to their corporations vast, but unto them this tribute small 
Men with devotion to their task—friends of the highways, one and all. 


If you would like a reprint of this poem, suitable for framing, write Chrysler 


Corporation, Dept. RS. 


341 Massachusetts Ave., Detroit 31, Michigan 


Copyright 1953 Chrysier Corperation 





HE’S “MISTER SERVICE”... 
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IN PERSON! 
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N A NATION where everyone depends 
on everyone else . . . here’s one of 
the most depended-on citizens of all! 


He’s the man who puts the “mobile” 
part into the word automobile! 


He’s the reason why what used to be 
called “filling stations” are now known 
throughout the land as Service Stations, 
properly spelled with a capital “S”! 


There are something over half a 
million of him, and they operate today 
over two hundred thousand homes-away- 
from-home for America’s more than 50 
million cars and trucks and buses. 


The first.job he does for you, of 
course, is make everywhere available the 
superb fuels and matchless lubricants 
developed by the oil industry. Without 
the progress they make, car builders 
would be held up in the great strides’ of 
progress we can make. 


But gas and oil are only part of 
“Mister Service’s” indispensable place 
in your life. He’s got to know more about 
your car than sometimes you know about 
it yourself. Where’s the oil dip-stick on 
this make and model? What’s the proper 
air pressure for the tires on that one? 
What's the right grease and lubrication 
routine for another? 


New model or old, he’s the man who 
knows. And he’s also a man who knows 
there are no new models in people! He 


sees a lot of human nature, and he knows 


how it runs. Folks in need or in trouble 


are his job. 


We get careless and let the car run 
out of gas . . . we lose car keys or lock 
them inside . . . we forget to get the spare 
repaired, or we let the battery run too 
low. Maybe we lost our way on a trip, or 
maybe all we want is a new nut on Junior’s 
bike. Who sets things right and us on our 
way? Who but “Mister Service”! 

Chrysler Corporation is happy and 
proud to salute this good-natured, hard- 
working partner in the business of keep- 
ing busy America on the move. 


And we'd also be pleased to have you 
ask him, if you care to, what he thinks 
of the kind of cars Chrysler Corporation 
puts on the road these days! He sees all 
makes come and go, at their best, and 
at their worst . . . and you might find 
his opinion on this subject, too, a real 
“service” to you next time you choose 
a new car or a used one! 

This message about people we all like is 
presented by your PLYMOUTH + DODGE 
DESOTO * CHRYSLER dealers, and 


CHRYSLER CORPORATION 
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When people think of ‘‘rest rooms’’— why do 
they think first of service stations? Why not 
of stores or public buildings? 


Answer #1: They know there’s always a serv- 
ice station close by. And a still better reason... 


Answer #2: They’ve learned to expect the 
service station operator to make a special 
effort to keep rest rooms clean and neat. 


Now isn’t it a remarkable fact that so many 
dealers do such a good job with their house- 
keeping that people take this tidiness for 
granted? We think it is. 

A constantly increasing number of our own 
Good Gulf dealers pride themselves on this 
feature of their service, and now display the 





Where else? 






new Gulf Sanitary Rest Room sign. It’s a 
mark of their respect for the public . . . and 
the respect, we believe, is mutual. 





GULF OIL CORPORATION 
GULF REFINING COMPANY 
GENERAL OFFICES, PITTSBURGH, PA. 
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Switch to fixie... 


Easier to sell 


because Exide batteries have a reputation 

for extra high performance... extra long 

life... complete dependability. Selling the 

Exide line is good business, a repeat busi- 
. a real money-maker. 


They stay sold 


because of the high quality raw materials 
that go into every Exide, with rigid inspec- 
tion to assure top quality day in and day out. 


Priced right 


Exide batteries give dollar-savers and qual- 
ity-seekers more for their money... and 
provide good profits for the dealer. 





SWITCH TO EXIDE... because Exide has everything you need to build a bigger, 
more profitable battery business: the famous Ultra Start, leader of the complete 
Exide line . . . low-priced, high-quality 6 and 12 volt battery service equipment 

. point of sale identification . . . direct-mail material . . . telephone listings . . . 
national advertising . . . and many other sales boosters available to Exide dealers. 


IT’S GOOD TO BE AN EXIDE DEALER. 
See your Exide distributor today. 


THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 
Exide Batteries of Canada, Limited, Toronto 


“EXIDE” and “ULTRA START” Reg. T.M. U.S. Pat. Of. 
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PLUG GOoMPANY 


GHAMPION SPARK 
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TOLEDo 
August 1, 1953 


Dear Champion Dealer: 
Champion dealers 


promotion dividend 
the Indianapolis 


- world's tougnest tests of spark 


got their annual sales 


this year when Champion-equippe machines again won 


"coo" and the Mobilgas Economy Run 
economy + 


anapolis starters used 


11 the finishers! Makes Champion's twenty- 


winner Bill Vukovich and & 


third winning year. 


Les Viland, driving a Ford Mainline 6 with 
ourse, in winning the Sweepstakes Championship of 
gallon for 1206 miles! 


plug performance and 
Champions 4neluding 


Thirty-two of 33 indi 


overdrive, used 


Champions , of ¢ 
the Economy Run with 27 .03 miles per 
old contest! 


Champion's fourth straight win in the four year 
nly is worth calling to your 


A double-header Like this certai 


customers’ attention - 4f they are 4nterested in performance ard 


economy - and who isn't? 
about Champions and you'll sell them Champions. A good 


e that Champion-equipped 


wed a cable from Franc 
s in the Le Mans 2h H 
etting @ record breaking 


Tell them 


deal all around. 


P.S. We have just recei 
our Race - world's 


cars took the first seven place 


greatest road race. The winner( Jaguar ) s 


Included in the Champion-using winners were 


average of 105.6 mep-he 
lt Cunninghams, © Ferrari 


and @ Gordini. a= 


three Jaguars, two American-bui 
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FIRST IN ECONOMY! werner rc eects eee amt 
FIRST IN SALES! 


CHAMPION SPARK PLUG COMPANY, TOLEDO 1, OHIO 
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One good sale 
promotes another 


You can multiply your sales opportunities by handling Coca-Cola 
for take-home enjoyment. People tend to bring empty bottles back 
to the place where they got them originally. That’s why take-home 
sales of Coke mean come-back trips for everything you carry. 








A refreshed customer is a better customer. By Coca-Cola advertising on your service station will 

putting your cooler OUT FRONT, you invite bring in traffic and increase profits for you. Next 

motorists out of their cars. And that, in turn, to gasoline, Coke is the most popular item with 

gives you time to suggest add-on purchases they motorists. Take advantage of this popularity by 
inviting Coca-Cola drinkers to come in. 


ty 0 Iran mencetnge ne Nee - 


i sini ia bednsialnidh ik ida Gall: vesiatad, 1% he died tc 
~ help you “fill ‘er up.”” You see, we surveyed what 15,597 
secmenas? thou Wk sess puavtinerd. Sex pMeAOae 
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“COKE” IS A REGISTERED TRADE-MARK, 
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NOW 


Trico 
Rainbow 
Blades 


Hollow-cut » 


»»efO squeeze more water off the 









No bevel! Two equally sharp edges give a perfect wipe 
in both directions. 


Trico television, coast-to-coast, is picturizing the new hollow- 
cut blades to audiences of millions of car owners...on Rainbows 
for curved windshields and Triple Actions for flat. 


Countless wiper blades are ready for replacement...worn and 


dulled by abrasive action; hardened by sun, heat, weather and 


2 I, 
| 


| oily fumes. 

Check the wiper drms, — 

too, when blades are Multiply your profits by offering your customers new, live, 
replaced! Even the | 

best blades are inet = sOft-rubber Trico Wiper Blades, now bollow-cut to squeeze more 
fective if wiper arms — 

are worn out, orhave | Water off the glass. 


Trico Products Corporation, Buffalo 3, N. Y. 


















CREDIT 
HECKS 


GREAT NEW SALES TOOL 
FOR Jghiend JOBBERS! 


Credit Checks are the modern, streamlined method for 
handling charge accounts. They are faster, safer and easier 
to use. They will bring Ashland Oil jobbers and dealers more 
customers and help them increase sales. Credit Checks cut 
"way down on dealer paper work, too. Write for sample 
Check Book and literature explaining complete details of 
operation. Here’s another profitable extra that’s yours when 
you sell Ashland “Flying Octanes” catalytic gasoline. 
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ASHLAND OIL & REFINING COMPANY 
Home office: Ashland, Kentucky 


ALTON, ILL.—2616 E. Broadway; BUFFALO, N. Y.—800 Ellicott Square; CINCINNATI, O. 
—1402 Federal Reserve Bank Bidg.; CLEVELAND, O.—Standard Bidg.; EVANSVILLE, IND. 
—2500 Broadway; FINDLAY, O.—P.O. Box 210; LOUISVILLE, KY.—3005 Dumesnil; NASH- 
VILLE, TENN.—5 E. Main; PADUCAH, KY.—R.R. No. 4; PITTSBURGH, PA.—711 Park Bidg. 
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Stations do better 
with DULUX \\ 


REG. U.S. PAT. OFF. 
Good appearance is good business. Mo- 
torists will go out of their way to pa- 
tronize a smart-looking service station 
while they naturally avoid the station 
with a run-down look. 


Alert station operators know the value 
of painting their equipment and build- 
ings with gleaming, durable Du Pont 
DULUX Enamel. They know DULUX 
withstands hard knocks, oil and grease 
stains, and weather. And when surfaces 
are soiled, a simple wipedown makes 
DULUX colors snap right back to their 
original luster. Qualities like these pay 
off in better maintenance at reduced 
maintenance costs. 


With over 187,000 competing service 
stations, it is appearance that makes the 
big difference between a sales rise and a 
slump. With Du Pont DULUX Enamel, 
your station will always have the pulling 
power that leads to busy pumps — to 
extra TBA business! 





GU PONY 


Torr ~~ ja | BUSINESS GROWS 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY WHERE 


DULUX enamel oo ite 


REG. U. &S. PAT. OFF. 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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UT yourself in the place of The K-T Oil 

Corporation of El Dorado, Kansas . . . and 
you'll be doing a bang-up job of selling tires 
and making money. K-T and Miller Rubber 
Company have teamed up to get a growing 
share of the tire business in the Sunflower State. 
Miller not only supplies this aggressive petro- 
leum marketer with a complete line ot quality 


passenger car, truck and farm tires... but helps 
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MILLER 


Geaned to-the feoad TIRES 


Put yourself in their place! 


sell them with its enterprising TBA merchan- 


dising programs. 


You, too, can increase TBA sales and profits by 
teaming up with Miller. For complete informa- 
tion on the Miller protected-territory franchise, 
write Dept. NM-8, Oil Division, Miller Rubber 
Company, a Division of The B. F. Goodrich 
Company, Akron, Ohio. 
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Congress Quits with Little Done on Oil Front 


Generally speaking, the history of the first session of the 83rd Con- 
gress, as written in terms of petroleum, spelled out inaction. 

The major part of the legislative burden, including a number of 
bills of interest to the oil industry, was held to the second session next 


year or a special session this fall. 


Some had industry favor; enactment of others would have ad- 


verse impact. End of the session 
did not automatically kill pending 
legislation. The majority of bills 
held over will at least receive com- 
mittee attention in 1954. 

Legislatively, the congressional 
fight over petroleum imports held 
the spotlight. The battle began early 
in the seven-month session and con- 
tinued almost down to the finish line. 
No less than two Senate bills and one 
Senate resolution and 26 House bills 
and one House resolution sought, one 
way or another, to restrict petroleum 
imports, chiefly residual fuel. oil. 

Efforts by the coal industry and 
some independent oil producers to im- 
pose quotas on oil imports failed when 
the House recommitted the Simpson 
trade bill to the Ways and Means 
Committee. However, a similar at- 
tempt was almost sure to be repeated 
next year—unless the Tariff Commis- 
sion should act administratively to 
set quotas. 

But even this latter move apparent- 
ly was rendered more unlikely as the 
protectionists, led by Representative 
Simpson, finally backed down from 
their fight to have a seventh member 
—preferably antitrade—added to the 
Tariff Commission. 

With this provision stricken, Con- 
gress proceeded to extend the Recip- 
rocal Trade Agreements Act for one 
year to June 12, 1954. The legislation 
also authorized a presidential com- 
mission to study trade policy, includ- 
ing the question of oil imports. 

More sensational news, perhaps, 
was made by the House Interstate 
and Foreign Commerce Committee 
with its investigation of mid-June in- 
creases in crude oil and petroleum 
products prices. 

Sparked by Chairman Wolverton 
(R., N. J.) and Representative Hesel- 
ton (R., Mass.), the probe was sched- 
uled to continue during the congres- 
sional recess, although much of its 
steam appeared to have evaporated. 
It rapidly mushroomed from a look- 
see at price boosts into a critical, 
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sometimes caustic, examination of the 
entire oil industry and of the oil and 
gas conservation policies and prac- 
tices of individual states. 

Industry arguments that prices re- 
sulted from competitive business 
practices brought the charge of “pure 
bunk” from Mr. Heselton, who depict- 
ed state conservation methods as a 
mechanism used by industry to fix 
prices. 

What Now?—At the session’s end, 
there was no predicting where the 
investigation was headed or even 
whether it would actually move on 
toward any recognized objective. 

On the other side, wholesale pe- 
troleum marketers received no con- 
sideration of their plea for exemption 
from the Fair Labor Standards Act 
where they operate basically intra- 
state. 

Proposed removal of the federal ex- 
cise tax from hot tractor fuel was 
given no hearing nor were proposals 
to refund federal taxes on gasoline 
destroyed by fire or other casualty 
while held for resale by a jobber, 
wholesaler or retailer. A bill to per- 
mit retailer refund of federal tax on 
gasoline lost through evaporation was 
also shelved. 

Here are some things that Congress 
did do during the first session: 

Gas Lines—An administrative re- 
quirement that natural gas pipe lines 
crossing public lands be classed as 
common carriers was overruled. 

Lands—Mining claims for fission- 
able materials on public lands cov- 
ered by oil and gas leases were vali- 
dated. 

Tidelands—cCoastal states were 
given outright ownership and control 
of mineral resources in adjacent sub- 
merged lands within historical state 
boundaries. Off-shore boundary was 
set at three miles for most states 
but was 10.5 miles for Texas and the 
Gulf coast of Florida. 

Congress also approved immediate 


federal mineral leasing by the In- 
terior Secretary in submerged lands 
of the outer Continental Shelf beyond 
state boundaries. A determined Sen- 
ate effort to tag revenues for federal- 
aid-to-education failed. 

Rubber— A program for disposal of 
government-owned synthetic rubber 
facilities was enacted. It called for a 
disposal commission to receive bids, 
negotiate with prospective purchas- 
ers, formulate disposal plans and sub- 
mit them to Congress by Jan. 31, 
1955. Congress has the right of veto 
of any or all proposed sales. 

Controls — Certain economic con- 
trols were extended for two years— 
until June 30, 1955. Included were al- 
locations and priorities authority and 
production incentive loans provisions. 
This assured continuation of the Pe- 
troleum Administration for Defense 
for at least one year, although on a 
reduced scale. 

Business Aid—_New agency, Small 
Business Administration, was estab- 
lished to take over most of Recon- 
struction Finance Corp.'s functions 
and RFC was abolished. SBA also in- 
herited duties. of the Small Defense 
Plants Administration. 

Taxes—The excess profits tax was 
extended until Dec. 31, 1954, in ac- 
cord with Administration views, but 
proposals to increase the $25,000 ex- 
emption were rejected. 

Naval Reserves—With congression- 
al approval, the Navy closed down its 
expensive oil exploration at the Point 
Barrow, Alaska, reserve, and dropped 
plans for extended operations at its 
Teapot Dome, Wyo., reserve. 

Synthetics—Some $4 million finally 
was allotted to the Interior Depart- 
ment for continued experimentation 
in synthetic liquid fuels. But Congress 
directed the sale of large-scale dem- 
onstrative facilities at Louisiana, Mo. 
This cut-back definitely meant a 
block on any lingering intentions at 
the Interior Department for building 
commercial-size synthetics facilities. 
Legislation proposing expanded gov- 
ernment activity in synthetics was 
held over. 

Earnings—Congress put an end to 
income tax law provision exempting 
all earnings of U. S. citizens working 
abroad but wrote in a clause exempt- 
ing up to $20,000 of income earned 
overseas. This was expected to take 
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ABC’s of a service station were explained to a class of 30 first-grade pupils when 


they visited this Los Angeles service station. 


Joe Hollingsworth, left, the dealer; 


Hugh Greenup, center, their teacher; and Ed Black, General Petroleum Corp. salesman, 
told in simple language why Daddy's car needs gasoline and oil, and demonstrated 
gasoline pumping and tire-changing 





care of most oil company personnel 
located abroad. 


Fuels Study—Just getting under 
way was an investigation by a Sen- 
ate Interior subcommittee, headed by 
Senator Malone (R., Nev.), into the 
question of whether Western Hemis- 
phere could be self-sufficient in pe- 
troleum supplies. It was certain that 
hearings would dip into oil imports 
and whether it was desirable, from 
security viewpoint, to depend to any 
extent on foreign sources of supply. 

Here are some of the things Con- 
gress did not do: 

Despite introduction of half-a-dozen 
bills on the “good faith” aspect of 
antitrust laws, there was no action 
on either side of Capitol Hill and vir- 
tually no hearings. The House Ju- 
diciary Committee heard testimony 
from authors of bills but left further 
sessions for next year. 

Some of the measures would write 
into law a Supreme Court decision 
in the Standard Oil of Indiana case 
that a “good faith” showing is suf- 
ficient evidence to ward off a price 
discrimination charge under the Rob- 
inson-Patman Act. Others would re- 
verse that decision. 


New FTC Member — Meanwhile, 
Congress has approved John W. 
Gwynne, a _ 63-year-old Waterloo, 
Iowa, attorney, to replace Stephen J. 
Spingarn on the Federal Trade Com- 
mission in September. This will give 
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the Republicans a 3-2 majority (see 
story on p. 35). 

Antitrust matters generally re- 
ceived scant attention. One bill rais- 
ing fines for violations of Sherman 
Antitrust Act from $5,000 to $50,000 
passed the House but was not con- 
sidered by the Senate Judiciary Com- 
mittee. Other proposed antitrust leg- 
islation carrying, among other things, 
discretionary treble damages in pri- 
vate suits involving antitrust viola- 
tions, was not considered. 

There was no action on several 
bills and proposals dealing with ex- 
cise taxes on motor fuels. The House 
Ways and Means Committee was just 
getting to the hearing stage on those 
proposals during its prolonged ses- 
sions looking toward revision of en- 
tire tax structure. Hearings were to 
continue during the recess. 

The general approach to those ex- 
cises was to remove the federal gov- 
ernment from the field, leaving it to 
the states, primarily to give them a 
revenue source for highways. 

No action was taken, either, on a 
bill to exempt lubricating oils used 
for cutting purposes from excise tax. 

Allowance Probe—Before it wound 
up its hearings, the Ways and Means 
Committee would also hear testimony 
on depletion allowances, including the 
27.5% rate on petroleum and gas. 
Also, although it had no actual jur- 
isdiction over the depletion allowance, 
as such, Mr. Wolverton’s group indi- 


cated it would examine the question 
before it finished its price probe. 

Great hope was expressed for some 
concrete action by a new study com- 
mission set up during the session to 
point the way toward clearing up 
federal-state overlapping of functions 
and taxation. 

The House approved authority for 
the Interstate Commerce Commission 
to amend, suspend or revoke water 
carrier certificates (including those 
for petroleum-carrying barge lines) 
under certain conditions but the Sen- 
ate Commerce Committee will hold 
the matter over. 

House Public Works Committee re- 
ceived testimony on all kinds of high- 
way problems, including the motor 
fuels excise tax issue and the vexing 
question of financing state-built toll 
roads. Hearings will continue next 
year and legislative recommendations 
should be forthcoming. A bill to grant 
federal aid for the Connecticut super- 
highway system experiment reached 
the Senate floor but got no further. 

The Defense Department’s request 
for permission to charter oil tankers 
for periods of up to 20 years was 
not taken up nor were several pro- 
posals for a new agency on minerals 
and petroleum in lieu of Interior De- 
partment jurisdiction. 

A bill to regulate the petroleum in- 
dustry from well to pump, including 
prices, was not formally considered 
although it hovered in the wings as 
Mr. Wolverton’s committee conducted 
hearings. Those same hearings could 
eventually effect a bill to provide for 
fuels allocation by the President dur- 
ing a “fuel emergency.” 

Other bills held over included au- 
thority for FPC to promulgate safety 
requirements for natural gas compa- 
nies; prohibition on importation or 
exportation of natural gas when it 
harms competing industry (coal); re- 
quiring competitive bidding on ac- 
quired lands; research into health 
hazards of air pollution. 

Others that were shelved would 
require that rebuilt, retreaded and 
recapped tires be handled only by 
independent tire dealers and would 
remove excise taxes on autos and 
trucks, inner tubes, and auto parts 
and accessories. 

Although both houses conducted 
hearings on proposed changes in the 
Taft-Hartley labor law, some ad- 
vanced by oil companies, neither side 
permitted the bills to come to the 
floor. 

At the last minute Congress 
blocked legislation which would have 
established a reserve fleet of oil tank- 
ers and encouraged private industry 
to build modern tankers by trading 
in their old ones to the government, 

The House let the bill die for this 
session on the grounds that it would 
let government have too much dis- 
cretion in arriving at such things as 
trade-in cost of old vessels. 
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lowan to Replace 
Spingarn on FTC 


In one of its final actions the Sen- 
ate this week approved the appoint- 
ment of John W. Gwynne to the Fed- 
eral Trade Commission, succeeding 
Stephen J. Spingarn, whose term ex- 
pires in September. 

Mr. Gwynne is a Waterloo, Iowa, 
attorney who served seven terms in 
Congress (1935-1949). His appoint- 
ment will give the Republicans a 3-2 
majority on the commission. 

Mr. Gwynne reportedly was “friend- 
ly” toward small and independent 
businesses during his stay in Con- 
gress. He was chairman of the House 
Judiciary subcommittee which in 1948 
reported favorably on antimerger 
legislation. Mr. Gwynne’s appoint- 
ment apparently will be acceptable to 
both “conservative” and “liberal” 
blocs since no opposition to his con- 
firmation developed. 

Federal Trade Commission Chair- 
man Edward Howrey—who is also 
from Waterloo—termed Gwynne’s se- 
lection a “splendid appointment.” 

Mr. Gwynne, 63, was a municipal 
court judge and county prosecuting 
attorney before he came to Congress 
in 1935. He was defeated in 1948 and 
returned to his law practice in Water- 
loo. 


‘Gas’ Tax Hike Proposals 
Forecast in Six States 


Increased pressure for higher gaso- 
line taxes may make tax hike pro- 
posals in six states a reality in 1954. 

In New York, an attempt may be 
made to increase the gasoline tax by 
2c, perhaps at a special session of the 
legislature later this year. A special 
legislative highway study group is 
expected to report then. 

In Virginia, a 2c tax increase, 
which would make the total state and 
federal tax 10c per gal., has been sug- 
gested by the Highway Commissioner. 
Ton-mile taxes and tolls will also be 
under consideration when the legis- 
lature meets. 

In New Jersey, the motor vehicle 
director has suggested eliminating 
the annual registration fees for pas- 
senger cars (substituting a $5 charge 
which would cover the vehicle as 
long as it remains under one owner- 
ship) and raising the gasoline tax 2c 
per gal. to make up for the lost rev- 
enue. 

In Mississippi, the governor is pro- 
posing allocations of highway funds 
for city street purposes, by using the 
money from present share going to 
counties, but an attempt may be 
made to raise the gasoline tax in- 
stead. 

Louisiana may try to reimpose the 
2c tax which was repealed in 1952. 
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In Rhode Island, a recent report 
recommended that highway spending 
be increased by $5 million annually. 
This would be possible if the pres- 
ent highway tax diversion were elimi- 
nated. However opposition to ending 
diversion may make an increase in 
the gasoline tax a possibility. 


Gasoline Retailers 
Ask Probe of Prices 


An official of the Central New 
York Gasoline Retailers Assn. said 
that his organization, which claims 
to represent more than 400 independ- 
ent dealers, is “fighting mad’ be- 
cause retail service station dealers 
have become targets for criticism 
over rising gasoline prices. 

The blast was made by Earl D. 
Meyer, president of the Syracuse re- 
tailers group, who called for a Con- 
gressional probe of the gasoline price 
structure in his area. 

In a telegram to Rep. Francis 
Wolverton (R., N. J.), chairman of 
the House Commerce Committee con- 
ducting an investigation of oil prices, 
the retailers group charged violation 
of four federal laws by “certain ma- 
jor oil companies” operating in the 
Syracuse area. 


New Deadline Set 
In Antitrust Case 


U. S. District Judge James M. Car- 
ter, Los Angeles, has set a Dec. 31 
deadline for seven West Coast ma- 
jor oil companies to submit their an- 
swers to the government’s interroga- 
tories in the oil antitrust case. 

A hearing scheduled for July 31 
on the defendants’ remaining objec- 
tions to the government interrogator- 
ies was cancelled because both sides 
had settled the objections out of 
court. The defendants are: General 
Petroleum, Richfield, Shell, Standard 
of California, The Texas Co., Tide 
Water Associated and Union Oil. 

Standard, last of the defendants to 
submit interrogatories, requested the 
government on July 30 to supply in- 
formation. The government has filed 
its objections to the interrogatories 
of all defendants except Standard and 
Shell. 

All of these events are technical 
pre-trial proceedings. The next sched- 
uled occurrence is the Aug. 10 dead- 
line for the government to file its 
objections to Shell’s interrogatories. 
The next courtroom date is Oct. 20, 
when the government’s objections will 
be heard. 





SAVINGS of “at 
least” 1.5¢ per gal. 
are featured by 
Sunset Oil Co. in 
its newspaper ads 
such as half-page 
insertion shown 
here. Although a 
California state 
law drastically re- 
stricts references to 
savings in station 
signs, it does not 
apply to newspaper 
advertising. The 
price (26.9¢ per 
gal., including tax) 
is Ic above post- 
ings for regular 
grade gasoline at 
most cut-rate sta- 
tions. Claimed sav- 
ings is well within 
the 2c differential 
most majors find 
acceptable 
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News in Brief 


Rail Hike Extended—The Interstate 
Commerce Commission has extended 
for 22 months a 15% temporary rail- 
road rate increase it originally 
granted last year. The increase ap- 
plies to all freights, including pe- 
troleum shipments. 

A request by the railroads to make 
the increase permanent and a part 
of basic rail rates was turned down 
by the ICC. It now is in the nature 
of a surcharge added to the base rate. 

The only oil group involved in the 
recent ICC hearing, Western Pennsyl- 
vania Refiners Traffic Assn., told the 
ICC only a year’s continuance should 
be granted because of uncertain eco- 
nomic conditions. 


Open Suntide Plant Soon—Suntide 
Refining Co.’s new Corpus Christi, 
Tex., refinery is expected to go on 
stream around Aug. 15. Initia] crude 
runs to stills will be about 30,000 
to 35,000 b/d. 


Products Line Tested—Testing op- 
erations are in progress on Sinclair 
Pipe Line Co.’s 12-in. products pipe 
line from Houston to Port Arthur, 
Tex. Scheduled for service early in 
August, the 83-mile line has a ca- 
pacity of 54,000 b/d. It will connect 
with the 186-mile Evangeline System 
(of which Sinclair is part-owner) 
making possible uninterrupted pipe 
line movement of products for 1,500 
miles from Houston to Greensbore, 
N. C. 


Jersey Appoints Stott—William R. 
Stott has been made deputy market- 
ing co-ordinator for Jersey Standard’s 
world-wide marketing operations. 
Former assistant marketing co-ordi- 
nator, Mr. Stott succeeds J. W. Con- 
nolly, who will take on special mar- 
keting assignments. 


LP-Gas Firm Bought—-General Gas 
Corp. has acquired all of the out- 
standing common stock of Propane 
Corp., which markets 1,000,000 gal. 
of LP-gas annually from five points 
in Louisiana. General Gas operates 
57 LP-gas bulk plants and sales of- 
fices throughout Louisiana and west- 
ern Mississippi. 


Burner Shipments Up — Factory 
shipments of oil burners and burner 
units totalled 269,000 for the first 
five months of 1953, an increase of 
almost 22% from the 221,000 sold in 
the corresponding 1952 period. A 
Census Bureau report shows May 
shipments at 64,000, up more than 
23% from the total of 52,000 in May, 
1952, and up almost 19% from the 
54,000 units shipped in April this 
year. 


Tanker Construction—Sea-going oil 
tankers under construction or under 
contract to be built to American 
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Bureau of Shipping classification in 
the world’s shipyards totalled 143 on 
July 1, down 11 from Jan. 1. 
Largest tanker listed, 45,800 dead- 
weight tons, is being built in Japan. 
Biggest six months ago was a 45,400- 
ton U. S. tanker. 


Iceland Oil Trouble—Iceland’s pact 
with Soviet Russia to swap fish for 
oil has thrown Standard Oil Co. 
(N. J.) and Asiatic Petroleum Co. of- 
ficials in a dither. Russia will sup- 
ply motor gasoline, Diesel oil and 
fuel oil from three Black Sea ports, 
with Jersey and Asiatic apparently 
expected to continue supplying avia- 
tion gasoline and obliged to handle 
the Russian oil through their own 
marketing organizations and facili- 
ties. If they pull out, they may lose 
the market permanently. State De- 
partment reportedly wants them to 
remain, feels that the deal is a one- 
shot proposition and that its hands 
are tied in opposing the pact. Fish 
markets are essential to Iceland’s 
economy and the U. S. has no alter- 
native proposal, 


Three More Companies 
Offer Wage Increases 
Sinclair Oil Corp., Standard Oil Co. 


(Ohio) and Union Oil of California 
during the past week joined the ranks 


of other major oil companies grant- | 
ing 4% wage increases to union and 


non-union employes. 


Sinclair signed a collective bargain- | 
ing agreement with the Oil Workers | 
International Union (CIO) calling for | 
a 4% hike in straight-time base rates | 
It also extended em- | 


effective July 1. 
ployment terms 
past year. 


The agreement, affecting 10,000 
employes of Sinclair companies rep- 
resented by OWIU, covers the per- 


in effect over the 


iod from Aug. 1, 1953, through July | 
It is subject to ratification 


31, 1954. 
by union membership. 


Sohio granted a 4% wage hike to 


refinery workers, service station em- | 


ployes, office workers and all other 
employes earning up to $12,000 an- 
nually, effective July 1. OWIU em- 
ployes at its Cleveland and Toledo 
refineries were included. 


Independent Union of Petroleum 
Workers accepted the 4% wage hike 
offered by Union Oil, retroactive to 
July 1. 


contract is extended from Jan. 


Under the agreement, the 
ee 


1954, to July and may be opened at | 


any time to discuss wages. 
IUPW 
with Standard of California is still 
unresolved. Commissioner Oliver E. 
Goodwin of the Federal Mediation 
and Conciliation Service has been ap- 
pointed to look into the case. The 
issue is employer contribution to a 
medical and hospitalization fund. 
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reported that its dispute | 


| 


| 


| 
| 


Oil Expansion Seen Going 


The oil industry’s expansion pro- 
gram is not expected to be affected 
by the Korean truce. This is the pre- 
diction of a top Petroleum Adminis- 
tration for Defense official. Basic 
refining and other “civilian” branch- 
es of the oil industry have “discount- 
ed” the truce and are going ahead 
with expansion plans, he said. 

The industry is confident that mili- 
tary’s oil needs will continue, he 
stated, and civilian demand will take 
up any slack that might occur in the 
armed services. 


Applications for rapid tax amor- 
tization will keep rolling in at about 
the same steady rate that they have 
since the program was started in Au- 
gust, 1951, according to the PAD 
man. 


Aviation alkylate expansion is pro- 
ceeding since operators working 
under military expansion program 
are bolstered by the fact that their 
investment is underwritten by the 
government for a five-year period. 
Those expanding outside this pro- 
gram, he said, apparently are look- 
ing ahead to demand (now restrict- 
ed) for alkylates in commercial av- 
gas and motor gasoline, 

Meet with Military —- Meanwhile, 


Ahead Despite Truce 


PAD officials were scheduled to meet 
with the military some time this 
week to discuss the effect of the 
Korean truce on oil requirements, 
particularly for avgas. This may 
help PAD decide when order No. 4 
(setting floor under tetraethyl lead 
use in commercial avgas) can be re- 
voked or suspended. 

Presumably, this easing of restric- 
tions on use of alkylates could be 
hastened if military's avgas needs 
are held down and industry produc- 
tion and facilities expansion continue. 


Texas Offers ‘Tidelands’ 
For Oil, Gas Leasing 


The Texas School Land Board will 
offer thousands of acres of land along 
Texas’ Gulf coast Sept. 1 for oil and 
gas leasing. 

The offerings will include the first 
“tidelands” acreage since President 
Eisenhower signed the bill recogniz- 
ing state ownership of submerged 
lands out to the 10.5-mile line in the 
Gulf of Mexico. 

Four tracts of land—640 acres 
each—in the Gulf off Jefferson Coun- 
ty are being offered, and about 250 
other submerged tracts are up for 
leasing. 


Boost Lube Sales .. . 


with New... 


GUN FILLING 
DISPENSER 


Dual Dispenser Handles Any Hand Operated Grease 
Gun 


has 613 


LER A quality item for resale or premium use, K-P’s GFD- 
PLUG ADAPTER 400 Dispenser is the easiest and cleanest way to fill 


hand operated grease guns. 
filler plug, or a a ett pe 
Dispenser is onaee 
FP813) for easy filling. 
side of the Dispenser 
filler plug. 
new, all-purpose gun filling dispenser. 


DISPENSER 
FILLER GUN 


Any gun equipped with a 
can be filled. Every 
with a Filler Plug (Model 
A Filler Gun Adapter on the 
les guns not tapped for the 
Increase your lubrication sales with this 
Available with 


or without gun. 


“Plus” 
Features 


Kp ms MANUFACTURING co. 


NDEN AVENUE 
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Companies to Dedicate New Crude Pipe Line 


The 1,149-mile, 20-inch Platte Pipe 
Line, which opens a market for excess 
Rocky Mountain crudes, will be dedi- 
cated Aug. 8 in ceremonies at Casper, 
Wyo. 


Able to deliver 150,000 b/d from 
the western edges of Wyoming to 
Wood River, Ill., the line was built 
jointly by the Ohio Oil Co., Sinclair 
Oil Corp., Continental Oil Co., Pure 
Oil Co., and British-American Oil Co., 
Ltd. 


The 932-mile main line is aug- 
mented by a 126-mile, 16-inch spur 
from Chatham, Wyo., to the main 
pumping station at Casper. Ninety- 
one miles of 12- and 14-inch feeder 
lines connect Chatham with the Big 
Horn Basin. 


Only four pumping stations are 


Texas Oil Marketers Study 


Training of present and future ser- 
vice station help will get a big boost 
in Texas soon, if plans of the Texas 
Oil Jobbers Assn., Petroleum Market- 
ers Assn. of Texas, and Texas Ser- 
vice Station Assn. are carried out. 


At a meeting in Houston recently, 
members of these three associations 
plus representatives of major com- 
panies, talked over the retail-level 
labor problems. Between 50 and 75 
attended the all-day meeting. 

They agreed to: 


1. Set up a joint committee, com- 
posed primarily of members of the 
three associations, to make a study 
and then draft the basis of a service 
station employe educational program, 
to present to the University of Texas. 


2. Form a second joint committee 
composed of members of the same 
three associations to work outa 
plan for utilizing present training 


needed to provide the line’s present 
110,000-b/d capacity. Three types 
of crude can be transported at the 
same time without mixing, with in- 
jection stations located at Chatham, 
Pilot Butte, Notches, Casper, Glen- 
rock and Guernsey, Wyo., Gurley, 
Neb., and Fairview, Kan. 

Main line stations are at Casper, 
Ogallala, Neb., Salisbury, Mo., and 
Wood River. Five, delivery points 
currently are maintained at Casper, 
Guernsey, Holdrege, Neb., Salisbury 
and Wood River. Tankage for han- 
dling the crude oil on the line is 
more than 2,300,000 bbl. 

The entire line can be checked 
and operated from the Platte Pipe 
Line Co. headquarters in Kansas 
City, Mo., via a 44-station microwave 
system. 


Dealer Training Program 


programs and suggestions offered by 
suppliers, the Oil Industry Informa- 
tion Committee and the American 
Petroleum Institute, 

Leslie R. Neal, past president of 
Texas Oil Jobbers and an Independ- 
ent jobber in San Antonio, was picked 
to head the first committee. 

Roy Schweers, a Gulf dealer in 
San Antonio, will be chairman of the 
second group. 


Dealers Carry Ball—The Houston 
meeting was sponsored by the service 
station association. The _ station 
dealers said that they realized they 
had not been using training programs 
already open to them and as result, 
were not receiving maximum profits 
in their operations. 

The station men also pointed out 
that in the years since the start of 
World War II, increased wages at de- 
fense plants and other industries have 


seriously affected labor at the sta- 
tion level. 

“Many dealers were appointed since 
the labor market tightened up who, 
under normal circumstances, never 
would have been accepted. By the 
same token, the dealer has had to 
accept men he knew to be inferior to 
his standards,” TSSA said. 

All this has resulted in more 
troubles and less profits for not only 
the dealers but the suppliers and job- 
bers as well, the dealers stated. 

The station group recommended 
that an education program be devised 
that would meet the approval of the 
University of Texas, and ultimately 
the State Board of Education. 

It would like to see station train- 
ing in vocational programs of state 
high schools, as well as at Texas 
University, where Texas Oil Jobbers 
Assn, already has a once-a-year train- 
ing program for its members, 


Gulf Sells Bulk Plant 
To New York Marketers 


Gulf Oil Corp. has sold its Massena, 
N. Y., bulk plant and heating oil 
operations to John Pellegrino, owner 
of Pellegrino Oil Heat & Appliance 
Co. and a Gulf Oil dealer for several 
years. The plant has about 100,000 
gal. storage capacity. 


Two New Selling Aids 
Released by OIIC 


Two new pieces for promoting serv- 
ice station sales are available from 
the Oil Industry Information Com- 
mittee of the American Petroleum 
Institute. 

They are a colorful window poster, 
“Oil... At Your Service,” and an 
Oil Progress Week promotion folder, 
“Drum Up Better Business.” The 
folder, primarily designed to show 
dealers how they can capitalize on 
OPW, also contains suggestions of 
value to jobbers. 
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Scientific Oil Marketing Becoming a Reality 


It is heartening indeed to see that the oil companies, 
that for most of two score years had only to make the 
gasoline and let the users come and take it away, are 
getting deeper into technical studies of the “science” of 
marketing. And some people contend what with all the 
study it is receiving that “marketing” is at least ap- 
proaching a standing as a science, 

The oil industry has had many other seemingly more 
pressing problems so that it left the study of the science 
of marketing until way late. The industry had to develop 
better ways of finding and drilling for oil because the old 
ways were obviously running up many hundreds of mil- 
lions in unnecessary costs. The industry with this flood 
of crude found it had to find better ways to refine it, 
especially as the automotive engineers kept setting new 
and higher standards of use for the oil industry's chief 
product. 

As the customers of petroleum created by the internal 
combustion engine manufacturers simply had to have 
the fuel, they came and got it so that the manner of 
delivering it to the customers seemed to be one of the 
oil industry’s least troubles. However, as the volume 
grew and more and more men with inquiring minds got 
into marketing and as the Independents grew in num- 
ber and, despite their initial lack of capital, showed that 
brains could well compete with mere money, marketing 
got into the realm of being a science. If it is not a 
science today it at least is too large in size, too compli- 
cated in detail and has too much bearing on the public 
relations of the whole industry, for any one man in a 
few major companies to be the last authority on prob- 
lems of marketing. 


Selling to Jobbers Being Segregated 


The result is the major oil companies have been creat- 
ing oil jobbing specialists on their staffs, and have even 
put the handling of the jobber business in a separate de- 
partment where the jobbers’ problems get full-time at- 
tention. 

The latest to segregate jobber selling is the Conti- 
nental Oil Co., which the other day raised a veteran mar- 


keting man, Oak Lloyd, from general sales manager to° 


be executive assistant to the vice president of marketing 
to specialize on jobbers and dealers. This may be more 
of a titular recognition of jobber relationship than actual 
because Harry Kennedy, the vice president of market- 
ing whose executive assistant Oak Lloyd will be, started 
in the oil business as a jobber’s salesman, then to the 
jobber’s main office and, when Marland took over the 
company, Harry went to Ponca City, Okla., finally to 
be vice president of marketing, but his ear has always 
been keen for what was going on among the ever in- 
creasing jobber segments of his marketing department. 

Other major companies in more recent years have as- 
signed top grade men first to study and then to operate 
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their jobbing contacts. The suggestion has often been 
made that majors might well consider two marketing 
departments of equal importance, one to handle their 
own direct sales and the other the jobbing sales exclusive- 
ly. There are physical and organizational problems in 
the idea that are difficult and maybe impossible to work 
out, but it would seem that if those two departments 
could be created and the head of each department have 
a vice presidency and perhaps membership on the board 
of directors the fairer it would be for all concerned. 

At the present time practically every top sales mana- 
ger, and even higher officials, has come up through the 
bulk plant marketing of the company. Jobbers were his 
competitors, who took his business, sometimes with his 
own brand of gasoline and at his own price. It has been 
difficult therefore for such an official to have an unbiased 
viewpoint of the jobber. You hear them often discount- 
ing the jobber as they did when they were operating the 
bulk plants and their own service stations. Then they 
pause and recall that jobbers are also their customers, and 
they change their tune. But the competitive feeling is 
still there and it does not help the major companies’ re- 
lations. 


A Means to More Skillful Marketing 


If the two methods of selling could be put each under 
its own vice president then there would be keen competi- 
tion right on the board of directors between the two dif- 
ferent types of distribution. Each would be trying to 
show that it could operate at the lower cost and with 
the greater profit. Each would fight for the kind of ad- 
vertising that would help his type of marketing. Each 
would fight for appropriations for skilled analysts and 
sales experts to better fortify his department. 

It has by no means been settled in any line of busi- 
ness that company owned and directed distribution is 
better than through jobbers, independent sales agents 
and independent dealers. These great chain store out- 
fits so far do not seem to have proved anything more 
than that there is always room for another well-run chain, 
even though small, and another well-run retail outlet 
even though alone. When oil jobbers and major sales 
departments have sat down to check costs, the jobbers 
have not accepted the major’s costs without qualification 
because they question whether they cover exactly the 
same field. With absolutely separate departments it 
would be the vice president of the jobbing department 
who was arguing his figures as against the vice presi- 
dent of the bulk plant department, each starting with 
costs at the refinery gate. The jobber would then have 
a skilled advocate before the highest court. 

It probably can safely be said that there seems to be 
a definite trend in major company management to sepa- 
rate the jobbing operation from its competing company- 
owned bulk plant and service station business. Better 
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men every year. are being assigned to work with the 
jobbing sales end of the refineries, and they are being 
given more and more authority and more and more 
finances and assistants to spend on making the jobber 


more efficient. 


Without having any “pipe line” information from Presi- 
dent McCollum and his top executive committee, this last 
move by Vice President Kennedy, ex-oil jobber, looks as 
if the Continental was headed in the direction of parity 


for the two methods of distribution. 
most interesting situation for the whole industry to ob- 
serve because the future of oil marketing holds just as 
much beyond the far horizons of today’s thinking as did, 


If so, it will be a 


and does, the future of geological exploration, of produc- 


tion, of transportation and of refining. 

Marketing today at least seems to be getting some 
of the attention from the gray cells of the industry that 
it long has deserved. 





11 Majors Earning More 
In '53, One Makes Less 


Net earnings of 11 major oil com- 
panies showed gains ranging from 
0.2% to 33.8% in the first six months 
of 1953 over the same period last 
year while one company had a de- 
cline of 1.5%. 

Biggest increase was realized by 
Union Oil of California. It attributed 
the gain to a crude production in- 
crease of 12,700 b/d (101,600 b/d av- 
erage for the first six months), a 
greater yield of valuable products re- 
sulting from new refinery facilities 
(e.g.—gasoline and avgas sales were 
up 8% for the six-month period), 
and higher sales realizations due to 
price increases in February. 

Ohio Oil Co. had the smallest in- 
crease and Standard Oil Co. (N. J.) 
reported the decrease. First half 
1953 reports of other companies re- 
vealed: 

Standard Oil Co. (Calif.) sold Pa- 
cific Public Service Co., in which it 
, had a 43% interest. Standard’s net 
income, including the sale, was up 


4.8%, but remained the same with- 
out it. 


Gulf Oil and consolidated subsid- 
iaries, reporting a 13.1% gain in net 
earnings, attributed its lower 1952 
earnings to the industry-wide strike 
which closed two of Gulf’s major re- 
fineries. 


Following is a comparison of first 
quarter net earnings for 1952 and 
1953 and the percent change: 


ist 6 mos. Ist 6 mos. % 
1953 1952 Change 

Atlantic 

Refining $ 22,600,000 $ 21,934,000 3 
Continental 

BB 50's s ax 19,994,000 17,099,000 16.9 
Deep Rock 618,000 (—)96,000 
Gulf Oil . 75,761,000 66,981,000 13.1 
Ohio Oil ... 118,967,624 109,681,229 0.2 
Richfield Oil 

Corp. . .. 99,461,592 88,760,154 10.7 
Skelly Oil 105,467,698 98,610,278 3.8 
Socony- 

Vacuum . 88,000,000 84,000,000 4.8 
Standard Oil 

(Calif. ) 91,373,763* 87,159,717 4.8 
Standard Oil 

CN. J.) 261,000,000 265,000,000 -—-1.5 
The Texas Co. 85,980,121 83,768,366 2.8 
Union Oil of 

Calif. -.. 17,807,464 13,333,234 33.8 

(—) Net loss. 


* Includes non-recurring profit of $6,890,423, 
less applicable taxes of $1,900,000, as result 
of Pacific Public Service Co. sale. 





TRUCK FLAGS, 
once discarded 
when soiled by 
General Petroleum, 
are now laundered 
and reused. F. A. 
Scott (left), ma- 
rine representative 
for the northern 
California market- 
ing division, got 
$150 for the idea. 
He is shown with 


L. E. Bourquin, 
division manager, 
and a_ freshly- 


Jaundered stack of 
flags. 


Oil Biggest Investor 
In Foreign Countries 


Development of petroleum _§re- 
sources in foreign countries has 
taken the biggest share of U. S. in- 
vestments abroad in postwar years 

particularly 1947 through 1949. 

The U. S. Department of Com- 
merce added that of $6.5 billion net 
additions to direct investment in those 
years, $3 billion was in petroleum. 

The agency has made a detailed 
study of factors unfavorable to U. S. 
foreign investment. It disclosed that 
few countries are encouraging the in- 
flow of American private capital and 
predicted that this attitude would re- 
main for the next few years. 

The reasons given were: Imbal- 
ance in trade and currency leading to 
controls over foreign investments in 
many countries; growing national- 
ism; insecure and unstable conditions 
which cause lack of confidence by 
U. S. investors; low levels of eco- 
nomic development; and the addition 
by some countries of extra restric- 
tions on oil investments. 

Part I of the Survey of Factors in 
Foreign Countries can be had from 
the Superintendent of Documents, U. 
S. Government Printing Office, Wash- 
ington 25, D. C., for 55c. 


Big Avgas Contract 
Awarded to Gulf 


Gulf Oil Corp. received the largest 
contract award from Armed Services 
Petroleum Purchasing Agency dur- 
ing week ended July 31. This was 
a negotiated contract to supply 42,- 
564,000 gal. of aviation gasdline. 

Other oil product awards during 
same period were: 

Avgas (gal.)—Esso Standard, 13,- 
172,000; Texaco, 8,400,000. 

Kerosine (bbl.)—Tide Water Asso- 
ciated, 4,200. 

Diesel fuel 
Products, 2,902. 

Fog oil (gal.)—Standard of Cali- 
fornia, 1,075,052; Shell, 1,000,004. 

Fuel oil (bbl.)—Tide Water, 900,- 
000; Texaco, 240,000; Union Oil, 448,- 


(bbl.)—Caltex Oil 


140 (gal.) 
Fuel oil and gasoline (bbl.)— 
Standard of California, 6,013,540; 


Hercules Oil, 2,341,560. 
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Jobber Jumps to Defense of Suppliers 
In Answering Critics of Price Boosts 


By Leonard Castle, Midwest Editor 


Independent 
jobbers, especial- 
ly those who have received needed 
increases in margins, can play a vi- 
tally important role in convincing the 
general public and various investi- 
gative bodies that recent price in- 
creases on petroleum products were 
justified and, in fact, long overdue. 
The jobber has suffered for some 
time in a squeeze of rising prices for 
other commodities. All his operating 
costs went up while his margin re- 
mained the same. This resulted, of 
course, in a reduction of his net profit. 
The same simple law of economics 
applies to the supplying companies. 
The jobber, in explaining to his cus- 
tomers why petroleum prices went 
up, can use his own Independent 
business as an illustration of why 
the increases were necessary, and 
then broaden the example to include 
his supplying company. 

One jobber who believes unalter- 
ably that now is the time for job- 
bers to support and defend their, sup- 
pliers is Rolland E. Wiegand of the 
Wiegand Oil Co., East Alton, IIL, 
distributor of Deep Rock products. 

Speaking as an “Independent 
Thinker and an Independent Jobber,” 
Mr. Wiegand writes that he believes 
the “charges and counter-charges by 
our government committees against 
supplying companies because of re- 
cent price advances in crude and re- 
fined levels of petroleum products” 
are of “vital interest to the Inde- 
pendent jobber at this time.” 


* * * 


“I believe that the time is now at 
hand when all jobbers should firmly 
back their suppliers in this all-out 
battle against our free enterprise 
system in the oil industry,” Mr. Wie- 
gand says. 

“Without a healthy supplier, no 
jobber of intelligence can truthfully 
state that he can remain an import- 
ant segment in the oil industry. Too 
many jobbers have had the opinion 
that supplying companies are a mas- 
sive interlocking system of monopo- 
lies which have control over margins 
and marketing policies in the in- 
dustry. 

“I wish to say that I believe that 
supplying companies must have some 
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* vision director, 


system within themselves to bring 
stability instead of chaos as far as 
pricing policies are concerned.” 


. > + 


Mr. Wiegand points out that many 
jobbers have only themselves to 
blame for “weak” margins because 
of their “ ‘give-away’ policies in a 
mad lust for gallonage.” Sometimes, 
he says, they “actually annihilate 
themselves by giving extra discounts 
to compensate for their poor manage- 
ment policies.” 

“They do not stop to think of how 
in times past some suppliers have 
deliberately stayed in weak markets 
where netbacks were very thin, some- 
times actually trading dollars, in or- 
der to supply and maintain their job- 
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ber in such territories. They should 
remember some of these things in 
making statements to magazines such 
as yours,” Mr. Wiegand declares. 


“Many accusations are continually 
hurled by jobbers at their suppliers 
and possibly some are justly so, but 
many I believe are rather fantastic.” 


Mr. Wiegand has had personal con- 
tact with many supplying companies. 
During the history of his “small but 
aggressive” firm, products were pur- 
chased from Phillips, Indiana Stand- 
ard, Mid-Continent, Skelly, Shell, 
Texaco, Martin Oil Co., Ashland and 
Wood River. 


“The jobber should realize that he 
has the advantage of using the 
‘brains’ of top-flight executives of his 
supplying company by taking their 
suggestions which they already have 
proved to be sound or ‘silly’ at no 
expense to him. 

“The time is now to get behind 
your supplier and help him fight 
this strangling process that is being 
applied by socialist idealists, trying 
their best to destroy supplier, job- 
ber, retailer and all,” Mr. Wiegand 
concludes. 


API's Marketing Division Is Moving 


Toward Expansion in All Directions 


By Raymond E. Bjorkback, Eastern Editor 


Noticed how 

the Marketing 

Division of the American Petroleum 

Institute has been going places? 

How it’s been doing more things than 
it ever did? 

Well, it’s really only getting 
warmed up. 

One indication of this is the relo- 
cation of division headquarters in 
New York City, which is company 
home base, or point of frequent con- 
tact otherwise, for more marketing 
men than any other city. 

Actually, the shift of the staff 
work load from Washington is al- 
ready under way. It will be all but 
completed when March brings the 
retirement of Dr. John W. Frey, di- 
Then the director- 
ship will pass to Adam J. Rumos- 
hosky, recently named associate di- 
rector in New York. 

Now there’s more evidence of for- 
ward movement by the division. That 
lies in the work of the Marketing 
Personnel Training Committee. This 


group has three new projects, either 
started, or soon to be. 

One is the preparation of three 
booklets to help gasoline dealers and 
their employes sell more lube oil. 
One booklet will explain the function 
of motor oil. The second will tell 
what happens to the oil in the en- 
gine. The third will be devoted to 
selling methods. 

Under way is a revision of the 
Commerce Department - distributed 
booklet, Establishing and Operating 
a Service Station. 

Initial work is being done by Wil- 
ford M. Aikin, Palo Alto, Calif., au- 
thor and training consultant. He 
was employed also in the writing of 
the committee booklet entitled, De- 
veloping Your Men Builds Profits. 
Later touches will be supplied by the 
committee with the help of gasoline 
dealer group representatives, other 
API committees, etc. 

Then the committee has L. T. 
White, of Cities Service, arranging 
for a conference in the API's Wash- 
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ington office Aug. 27-28 on means of 
encouraging more gasoline dealers to 
take advantage of distributive educa- 
tion courses available in the schools 
of many states. Meeting with API 
representatives will be four school 
men and four representatives of re- 
tailer organizations. 

The committee has undertaken this 
project as an accommodation for the 
API's new Service Station Advisory 
Committee. 

x - * 


These and other projects which the 
general committee and subgroups 
have carried out the last few years 
would make a list of respectable 
length. 

A goodly number of them have en- 
tailed work in substantial chunks, 
too. Examples which come readily 
to mind are the series of stock loss 
control booklets put together in 1950- 
51, and the new jobber accounting 
manual. 

They are the mark of an upsurge 
of activity that’s a little remarkable 
for an API division that had an un- 
impressive early record, in the 1930's, 
and was out of business through the 
World War II years. 

Marketing leaders seemed not too 
interested in the division’s potential 
good for the first two or three years 
immediately after the war, although 
they got it reactivated almost as 
soon as the shooting stopped, with 
John Frey as director. 

Things began to happen in the di- 
vision, though, after the formation 
of the committee for development of 
a service program for marketers. 
That group literally worked itself out 
of a job—the temporary unit 
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spawned several permanent commit- 
tees (of the general committee). 

So much has the list of commit- 
tees grown that the earlier units are 
in the minority. The lubrication com- 
mittee has been around for a “long” 
time; so have the fuel oil commit- 
tee, and the aviation technical serv- 
ice committee—among the major 
units, that is. But the rest of the 
major units are of recent vintage. 

There’s the jobber advisory com- 
mittee, the service station advisory 
committee, the marketing research, 
marketing personnel training, and 
weights and measures committees. 
Already, they have substantial pro- 
grams. 

More are quite likely to come in 
pretty rapid order. General Commit- 
tee Chairman Robert M. Bartlett’s 
interest in having the general com- 
mittee do more things for more mar- 
keters shows every sign of going 
ahead. 

He’s convinced the division units 
can be of direct, as well as indirect, 
help to each other. 

Also, he’s certain that usefulness 
of the division can be multiplied if 
it can interest more marketers— 
bring more independents into its ac- 
tivity. That’s why a temporary 
committee is studying the advisabil- 
ity of holding district meetings of 
the general committee, 

Mr. Bartlett will have the welcome 
mat out at division meetings for the 
small marketers as well as the large 
one—whether the individual belongs 
to API or not. 

The division is moving out on a 
broad and a firm base. 


West Coast Oil Antitrust Proceedings 
Lumber Past Another Stumbling Block 


By Frank Breese, Pacific Coast Editor 


The ponderous 

West Coast anti- 

trust case crawled past another mile- 
stone last week. 


Two things happened. All the ob- 
jections of the seven major oil com- 
pany defendants to government re- 
quests for information have been liq- 
uidated through mutual agreement. 
And the defendants were given until 
the end of the year to supply that 
information (see p. 35). 


A few ready statistics will illus- 
trate the scope of this case. Origi- 
nally, the government filed 1,702 in- 
terrogatories. The defendants turned 
around and filed objections to 443 of 
those interrogatories. Then the gov- 
ernment filed 176 amended interroga- 
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tories, making them acceptable to the 
oil companies. That left 267 objec- 
tions outstanding. 

In an interminable series of con- 
ferences, the attorneys for the gov- 
ernment and the oil companies 
threshed out their differences. They 
wound up just the day before they 
were scheduled to take them to court 
for the judge to decide. 

The significant aspect is this: If 
those objections hadn’t been disposed 
of out of court, it could have taken 
one or two months of courtroom time 
just to hear the arguments concern- 
ing the objections. Then the judge 
would have had to decide on each one. 

U. S. District Judge James M. 
Carter complimented the counsel of 
defendants and government for work- 


ing out the objections in conferences 
rather than making it necessary for 
the court to rule on the objections. He 
was obviously delighted when he 
made that comment. 

William C. Dixon, head of the West 
Coast offices of the Antitrust Divi- 
sion, told NPN, “We're pleased with 
the results accomplished. To the 
best of my knowledge, this is the 
first time in an antitrust case of 
this size and magnitude that the 
problems have been resolved through 
informal conferences, without taking 
the court’s time.” 

Three objections were taken to 
court last April, but they involved 
legal points. Other objections were 
non-legal; the majority of them com- 
plained of burdensomeness in the in- 
terrogatories. 

For example, the government might 
have requested some detailed infor- 
mation regarding distribution figures 
in certain marketing areas. A defend- 
ant would object on the grounds that 
every branch office would have to 
dig up the dope from scattered files. 
So, the government might ask if the 
company had a summary of records 
covering the general figures. The two 
parties would then agree on what in- 
formation was to be supplied. 


* * * 


The end is not in sight. In fact, this 
is still the beginning. 

Of the 1,702 interrogatories to be 
answered by the seven West Coast 
majors, 1,164 already have been an- 
swered. The defendants have until 
Dec. 31 to answer the remaining 538. 

That's not all. The defendants may 
request information from the govern- 
ment, which they have done. The 
government has filed objections to 
many of the interrogatories. Now it’s 
up to the lawyers to decide whether 
they want to “negotiate” these ob- 
jections. Any objections not settled 
by Oct. 20 will be heard by the court. 
And the government will be given so 
much time to submit its answers. 

Other legal technicalities can come 
up. So, no trial date is seen before 
1955. And some attorneys are talking 
about 1956. 


* * + 


Hancock Oil Co. has adjusted its 
arrangement with distributors in 
California. It is now giving them an 
allowance for “temperature correc- 
tion” but has raised the price to 
distributors by 0.2c per gal. in south- 
ern California and 0.4c per gal. in 
northern California. 

Loading rack price for some Han- 
cock distributors in Los Angeles 
Basin is 14.8c per gal. for regular 
and 16.3c for premium (ex taxes). 
Representative retail postings at Han- 
cock outlets are 19.4c and 21.4c, re- 
spectively (ex taxes). Distributors re- 
ported there is a spread of 4.6c on 
regular and 5.1lc on premium, be- 
tween tank wagon and retail, that is 
shared between the distributor and 
operator. 
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A Refiner 
Speaks Mind 
On Higher 
Oil Prices 


INDEPENDENT REFINER for more than 35 years, Paul G. Blazer is board chairman 
of Ashland Oil & Refining Co., Ashland, Ky. When he testified before the House Com- 
merce Committee on oil price increases July 14, congressmen heard a man of wide 
experience in over-all refinery operations in the Midwest. Twenty years ago, Mr. Blazer 
served as NRA Refinery Chairman for 15 Midwest states. In World War II, he was 
Industry Chairman for Refining for approximately the same states under Petroleum 
Administration for War. In presenting his views, Mr. Blazer noted that the conditions 
he discussed were not applicable to certain other areas of the couftry. The article 
on these pages is a partial text of his remarks. 


@ Generalizing About Oil Breeds Misunderstanding 


and Danger to Nation 


@ It's Competition—Not Collusion—That Produces 


Uniformity in Oil Pricing 


@ Independent Refiners and Distributors Hold Key 


to a Healthy Oil Industry 


@ Product Price Boosts Must Follow Crude Hikes 
If Independent Segment Is to Survive 


By PAUL G. BLAZER 


Ashland Oil & Refining Co., Ashland, 
Ky., is a so-called independent re- 
fining company operating two refin- 
eries in Kentucky, three in Ohio, one 
in the vicinity of Pittsburgh, and one 
in the vicinity of Buffalo. We refine 
in excess of 100,000 b/d of crude oil, 
of which less than 10% is produced 
from wells owned by our company. 
We buy from others, principally small 
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independent oil producers, more than 
90% of the oil we refine. Our com- 
pany owns extensive transportation 
facilities and limited marketing fa- 
cilities. The greater part of our re- 
fined products is sold through Inde- 
pendent oil distributors. 

There is a tendency on the part 
of many people to over-simplify the 
economics of the oil industry. There 
is little similarity between the ex- 
ploratory efforts required to find new 


oil fields, the operation of pipe lines 
and boats and barges, the manufac- 
ture of petroleum products, and the 
marketing of gasoline, tires and ac- 
cessories through service stations. 
Thousands of companies and indi- 
viduals are engaged in only a single 
branch of the oil industry. These are 
conflicting interests between the in- 
dependents and between the inde- 
pendents and the major oil companies. 
In fact, there are important differ- 
ences even between the comparative- 
ly few major oil companies, which 
many people erroneously think of as 
the oi] industry. 


Competition Makes Prices—It is 
true that here in Washington, and in 
many cities on the Eastern Seaboard, 
gasoline sales are confined largely to 
a few well-known brands, all of which 
have general public acceptance. One 
gets the impression that in these 
areas prices are reasonably uniform. 
If one major company reduces prices, 
every other company has to follow. 
If one of the market leaders advances 
prices, the others, usually, are glad 
to follow—although due to competi- 
tive conditions, not all advances 
“stick.” Sometimes a leading com- 
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pany misjudges the market and has 
to back down, In fact, any important 
oil company can nullify an advance. 
Price advances hold only when sup- 
ported by current economics operat- 
ing through competition. A mistake 
in judging the market by a large 
company, is very costly to that com- 
pany. (I recall that one of the com- 
panies which took the lead in the 
recent crude oil advance endeavored, 
unsuccessfully, to make a similar ad- 
vance a few years ago. Their miscal- 
culation of the market is reported 
to have cost that company many 
millions of dollars.) 


That is one reason for the inertia 
and the apparent rigidity in crude 
oil pricing, Usually price changes, 
either upward or downward, are long 
past due before any company large 
enough to influence the market is 
willing to make the move. Probably 
that is the reason other oil companies 
generally follow so quickly as to 
cause suspicion. Thus, what might 
appear to be concerted action is actu- 
ally a phenomenon of competition, 
rather than collusion. 


If there were the kind of collusion 
in the oil industry that many suspect, 
a few leaders could get together and 
handle the price changes in a way 
that would tend to disarm suspicion. 
Price advances could be staggered 
over a period of weeks, if those that 
advance first could be sure the others 
would follow. Aside from other con- 
siderations, competitors in the oil in- 
dustry don’t have enough confidence 
in each other to enter into such 
understandings. 


Differences of Opinion—Many of 





the things that are thought and said 
concerning our industry are true only 
to a limited degree. The fact that 
there are differences in the views ex- 
pressed by those who appear before 
a committee such as yours does not 
mean that individuals are deliberate- 
ly misrepresenting to you, It means 
only that what may be true as re- 
gards the large companies may not 
be true as regards the small com- 
panies, or that what is true in one 
section of the country may not be 
true in another section, and that the 
opinions of different individuals are 
colored by their individual experi- 
ences. It is not surprising that the 
public and probably the Congress have 
so many erroneous conceptions of the 
oil industry when there are such 
great variances of opinion among the 
people within the industry. 


Courses of action prompted by easy 
generalizations and superficial infor- 
mation are truly dangerous from the 
standpoint of the future interest of 
the public and the oil industry. 

The most definite impression I re- 
ceived from the hundreds of hours of 
industry discussion and debate dur- 
ing the NRA and World War II, when 
the Government with the aid of the 
leaders in the industry was attempt- 
ing to regulate the oil business, was 
that no one person or group of people 
could be smart enough to success- 
fully substitute artificialities for na- 
tural economics. 

Probably the price changes are 
justified, although no one can be 
absolutel; certain. If they are justi- 
fied, then the long-range, best inter- 
ests of the public will have been 
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served. If it should develop that they 
were not justified, no company or 
group of companies can make them 
hold. But pending this correction, the 
refining branch of the industry will 
have taken an awful beating. Any 
mistakes in the pricing of crude oil 
show up first in the prices of refined 
products. 


Probable Loss To make certain 
that you will not think I am preju- 
diced in favor of the price advances, 
or that I am a spokesman for the 
point of view of the larger oil com- 
panies, I should explain that our 
company is buying from others more 
than 100,000 b/d crude oil, while it 
is producing less than 10,000 b/d. This 
advance has increased the cost of our 
raw materials more than $25,000 per 
day, and I have grave doubts as to 
whether we can recapture, through 
increases of refined products, as much 
as 80% of the advance. If I were to 
look at the situation from the point 
of view, alone, of our company, I 
would be very unhappy about the 
advance. 


The independent refiners recognize 
the danger that the larger integrated 
oil companies, which produce hun- 
dreds of millions of barrels of crude 
oil per year, may use the extra profit 
derived from the recent crude oil 
advance to subsidize their refining 
and marketing operations during the 
prospective period of faltering ad- 
vances of refined products. In fact, I 
learned only this morning of the loss 
by our company of more than 1,000,- 
000 gal. per month of railroad Diesel 
fuel oil business that was taken away 
from us on a year’s contract by a 
major oil company that did not fol- 
low the recent price advance. 


There are large oil companies that 
probably wouldn’t feel too badly if, 
through congressional criticism and 
the pressure of public opinion, they 
were induced to drop back on the 
prices of gasoline and other refined 
products, without making a corres- 
ponding reduction in the price of 
crude oil. That would put real pres- 
sure on the refining branch of the 
industry, which already has been 
struggling with steadily diminishing 
margins of profit. Such a situation 
would be disastrous to the independ- 
ent refiners. 


The term “independent refiner’ is 
applied to a large group of refiners 
that either are small or are not well 
integrated in all branches of the in- 
dustry. Usually they buy their crude 
oil from others, and frequently they 
market their products through Inde- 
pendent distributors, many of whom 
are rightly regarded as “price cut- 
ters.” 


Independents Lower Price — These 
“price-marketers” are much less in 
evidence on the East Coast than in 
other sections of the country, where 
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they afford vital competition at the 
consumer price level. The independent 
refiners that supply them are not 
popular with the major oil compan- 
ies, nor with the service station op- 
erators who sell the products of the 
major oil companies. In many areas 
the competition of the price-market- 
ers is a significant factor in keeping 
down the cost of distributing and 
marketing the gasoline sold by dealers 
of the major oil companies, Often 
Independent gasoline, of a quality 
equal to that distributed by the ma- 
jor companies, is sold from 2 to 3c 
per gal. less than the better known 
brands. In some areas, more than 
25% of all the gasoline moves at 
these lower prices. This competition 
by the Independents saves the public, 
directly or indirectly, far more than 
is involved in the recent price ad- 
vances. 


From the standpoint of the public, 
one of the worst things that could 
happen would be for the independent 
refiners and their customers, the In- 
dependent distributors, to be crippled 
by a squeeze caused by an increase 
in the price of crude oil without a 
corresponding increase in the price of 
refined products. 


I call attention to the fact that 
during the past 20 years most of 
the independent refiners and their 
gasoline distributors that served the 
East Coast areas have been elimin- 
ated through competitive factors. 

You will be interested to know 
that in January, 1948, one month 
after last previous price advance of 
crude oil, our company was averag- 
ing for its entire production of gaso- 
line a price of 12.3c per gal. FOB re- 
finery, which compares with a price 
of 12.21c per gal. for May this year. 
After deducting the increased cost of 
tetraethyl lead, which is added to 
gasoline just before it leaves the re- 
finery, our present net realization for 
gasoline is approximately % of a 
cent per gal, less than in January, 
1948. 


Must Look Ahead—Much has been 
said about the recent price advances 
in relation to inventories and cur- 
rent crude oil supply. No one should 
contend that there is any real short- 
age today, but we must look to and 
provide for the future. If we are 
ever confronted with an immediate 
shortage, the prices of petroleum 
products will skyrocket. Such a 
shortage could not be cured over- 
night. There is a lag of months 
and often years between the initial 
exploratory work involved in finding 
new oil fields and the conversion of 
the oil from those fields into refined 
products ready for delivery into 
someone’s automobile or furnace. 

I can recall the time before we 
had state regulatory bodies when 
there were changes in crude oil 
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prices in a single year of as much 
as $2 a barrel. A feast always led 
to a famine, and a famine to a feast. 


Today, through proration result- 
ing in the accumulation of tremen- 
dous underground reserves, the peaks 
and valleys have leveled off. A con- 
stant and adequate supply of pe- 
troleum products is always available. 
And as long as that situation exists, 
no company or group of companies 
can ever profiteer as a result of 


shortages, real or imaginary. 


I am not in the confidence of the 
heads of the major oil companies 
who must make the decisions for 
their companies as regards the prices 
that they will post for crude oil. 
But I am sure that in studying the 
economics of supply and demand, and 
when weighing the advisability of 
crude oil price increases, they must 
recognize that too high a price would 
result in the bringing out of too 
much oil, followed by lower prices, 
and that too low a price would re- 
sult in diminishing reserves, which 
would necessitate, eventually, such 
high prices as to invite government 
controls. 


I believe the greatest concern of 
the Congress with respect to the oil 
industry should be for the preserva- 


tion of the smaller independent, non- 
integrated units. 

The independent refiner and his 
customers, the Independent distrib- 
utors, who often undersell the deal- 
ers of the major oil companies, per- 
form a genuine service, especially in 
the matter of keeping down the cost 
of distribution, which is one of the 
principal items of cost in the in- 
dustry. The major companies may 
not like the competition of the In- 
dependents. But from a long-range 
viewpoint, it probably provides the 
necessary corrective to keep them 
out of trouble. I can’t think of any- 
thing worse for the oil industry than 
for it to drift gradually into the 
hands of a dozen or more large com- 
panies. 

The number of independent re- 
finers and the percentage of gasoline 
distributed by truly Independent job- 
bers has been aeclining steadily. 


In my opinion, the position of the 
independent refiners and their Inde- 
pendent distributors is more serious- 
ly threatened right now than ever be- 
fore—not alone because of the in- 
crease in the price of crude oil (with 
accomparying hesitant increases in 
the prices of refined products) but 
particularly. because. of. the rising 
popular opposition to these price ad- 
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vances, which are so essential to the 
Independents. 

I am sure everyone agrees that it 
is entirely appropriate that yoyr 
committee investigate and satisfy 
yourselves as to the justification for 
the recent advance in the price of 
crude oil. I hope at the same time 
you will recognize that any increase 
in crude oil prices must be accom- 
panied by corresponding increases in 
the prices for refined products. 


Continental to Expand 
Natural Gasoline Facility 


Continental Oil Co. will begin its 
$1,500,000 expansion program at its 
Gillis natural gasoline plant near 
Lake Charles, La., in about six weeks, 

The new facilities will 
processing capacity from 27,000 
Mcf/d to 90,000 Mcf/d. Completion 
is scheduled for early 1954. 

Sinclair Refining Corp.’s $14,000,- 
000 rehabilitation project on its World 
War’ II toluene extraction unit at 
Trainer, Pa., headed the list of oil 
and gas projects approved for rapid 
tax amortization during the week 
ended June 24. 

Sinclair will install a 16,000 b/d 
catalytic reformer and auxiliary 
equipment. Of the total cost, the Of- 
fice of Defense Mobilization certified 
$230,000 at 100%, $3,920,000 at 50% 
and the balance at 65%. 

Other projects approved during the 
same period (showing the company, 
location, facility involved, total cost 
and percentage certified) were: 

International Refineries, Inc.—Carl- 
ton County, Minn., 10,000 b/d com- 
bination unit, $9,560,900, including 
$73,000 at 15%, $4,449,900 at 45% 
and balance at 65%. 

Caminol Co.—Hanford, Calif., cata- 
lytic cracking, gas recovery, cata- 
lytic polymerization and auxiliary 
units, $1,662,754, including $20,000 at 
15%, $148,487 at 45% and balance 
at 65%. 

Gulf Oil—Chelsea, Mass., 131,605- 
bbl storage tank, $258,500, 40%. 

Shell Oil—Elk City, Okla., increase 
natural gasoline liquids production by 
95,000 gal. daily, $1,587,000, including 
$84,000 at 40% and balance at 65%. 


increase 


Amoco Adopts Credit Plate 


First metal credit card plate to 
appear on the East Coast has been 
adopted by the American Oil Co. 

Similar to those used by Standard 
of Indiana and Standard of Califor- 
nia, the plate is a thin metal strip 
attached to a courtesy card. Used in 
connection with an imprinting de- 
vice at service stations, the plate 
stamps the customer’s name and ac- 
count number on the sales ticket. 

American Oil has 200,000 courtesy 
card holders in 18 East Coast states. 
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Truck tank readied for the torch . . . 


Fire Snuffers Do Job Quickly 


How quickly can a 4,000-gal. gaso- 


line truck trailer fire be 
guished ? 

Ninety seconds to three and one- 
half minutes is the answer of F. S. 
Platzer, Rogers Cartage Co., Chicago, 
and co-chairman, Oil Industry Com- 
pliance Committee (Chicago ordi- 
nance). And he demonstrates to fire- 
men how it is done, sometimes as 
often as six times daily. 


extin- 


Mr. Platzer is solidly supporting an 
educational program, originally spon- 
sored by the Great Lakes division, 
petroleum section of the National 
Safety Council. The aim of the proj- 
ect is to train firemen to lose their 
fear of gasoline and fuel oil fires. 

His demonstration consists of using 
a Rogers Cartage Co. semi-trailer 
tank body after first removing the 
wheels and tires. The trailer body is 
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mounted on supports in a shallow 
earth pit about 50 ft. long and 25 ft. 
wide. The trailer tank is filled with 
a water base and a combustible mix- 
ture of gasoline and fuel oil and then 
lighted. 

To show how easily a dome fire 
can be snuffed out, Mr. Platzer closes 
the domes with a long pole and the 
fire dies almost immediately. Three 
other demonstrations using carbon 
dioxide, foam and dry chemicals fol- 
low, with each team of firemen par- 
ticipating. 

Thus far, Mr. Platzer has put on 
fire shows four times. His next dem- 
onstrations are scheduled for Aug. 19 
at Mishawaka, Ind., in co-operation 
with Purdue University’s firemen’s 
school. On Sept. 27, he will put on 
a demonstration at Rockford, Ill. for 
a regional] firemen’s association and 
the Illinois Farm Bureau Federation. 
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FOR THE WEST : . . The 
| Butler Model 710 Truck 
“Tank — designed to fit the 
needs and wants of the 
West Coast operator. 
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FOR THE MIDDLE-WEST 
. . « The Butler Model 510 
Truck Tank — an outstand- 
ing example of Butler top- 
flight design and construc- 
tion. 
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atched Truck Tanks are Cutting Delivery Costs! 


| all parts of the country, But- 
ler truck tanks boost profits by 
cutting delivery costs. Butler 
quality construction reduces 
down time, cuts upkeep expense, 
and assures long life far beyond 
ordinary depreciation practices. 


Butler advanced design speeds 
up delivery with smooth-flow 
piping and compact, accessible 
fittings. Adequate cabinet space 
provides room for those profit- 
able T. B. A. items. 
Deep-dished double bulk- 


FOR THE EAST... The ~ heads and assembly by first-class 
Butler Model 403 Truck 
Tank, which has won an tne : aang 4 
enviable record for eco- aE , es ity of leakage and contamination 


nomical performance. of fuels. This means safety for 
, driver, payload, and customers. 


Stock sizes from 800 to 2,000 
gallons let you select a tank that 
will handle your routes most effi- 


welders eliminates the possibil- 


Seller Trock Tonk is ers ciently. Other sizes are available 


ped of excess weight to on order. 
meet Southern needs. 3 ; : 
To cut your delivery costs, write 


today to the Butler office nearest 
you. Learn how you can profit 
from a truck tank that is prop- 
erly designed and quality built 
by Butler. 


For prompt reply address 
the office nearest you: 


Pd 


va 


BUTLER MANUFACTURING COMPANY 


7454 E. 13th St., Kansas City 26, Missouri 
954 Sixth Ave., S.E., Minneapolis 14, Minnesota 
Dept. 54, Richmond, California 
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Oil Supplies Abundant, But Buyers Aren't 


Plentiful supplies. Light demand. Easy prices. That 
was the story from most of the wholesale marketing 
districts East of the Rockies during the final days of 
July. 

Consensus of reports indicated buyers were beginning 
to show some interest in burning oils in the East and the 
Midwest, but not enough to go out and do much actual 
buying. Gasoline demand was easing in most areas. 
Residual fuel remained generally firm, but some price 
easiness persisted in the East and at the Gulf. 


Crude runs in the Gulf Coast area reportedly have been 
cut back roughly 100,000 b/d because of top-heavy inven- 
tories and quality crudes have become more easily obtain- 
able as a result. Joseph Seep Purchasing Agency of 
South Penn Oil Co. posted 15c advance in Pennsylvania 
Grade crude prices on Aug. 1 (see p. 53) but crude post- 
ings were unchanged in other domestic producing areas. 

There were a number of foreign developments as July 
ended, including: 

Esso Export Corp. affiliates reporting advances in the 
ex terminal price for marine fuel oils of $1.68 ton for 
bunker “C” and $1.61 for Diesel fuels at principal points 
in Africa and Far East, effective Aug. 1. 

Gulf Oil Corp. announcing that its subsidiary, Gulf 
Exploration Co., “adjusted” its posted price for Kuwait 
crude, FOB Mina-Al-Ahmadi, Kuwait, from $1.75 to $1.72 
bbl. for 31 degree gravity oil, effective July 16, and Anglo- 
Iranian Oil Co. and Shell Oil Co. cutting back on Middle 
eastern crudes (see p. 53 for Anglo-Iranian and Shell de- 
tails). 

Esso Export Corp. reporting its price for 73 clear avia- 
tion gasoline in cargo lots, FOB Aruba, N.W.I1., had been 
advanced 0.25c to 15.75c, effective July 29; also Esso Ex- 
port reporting reductions ranging from 0.25c to 0.5c gal. 
in cargo prices for jet fuels and distillates at its Aruba, 
N. W. L, refinery, effective July 30. 

CAMPSA, Spanish Petroleum Monopoly, awarding con- 
tracts to three companies for supply of lubricating oils in 
drums against late June inquiry. Details follow: 

Asiatic Petroleum Corp.—1,000 metric tons transformer 
oil at $87.59 per metric ton, FAS New Orleans; 

Atlantic Refining Co.—500 metric tons CAMPSA H-7 
cylinder oil at $74.50 per metric ton, FAS New Orleans; 
and 

Petroleum Specialties, Inc.—500 metric tons CAMPSA 
H-7 special cylinder oil at $96.70 per metric ton, FAS 
U. 8. port. 

All awards for August-September shipment. 

Awarding of contract to W. B. Dick Co. by Argentine 
government to supply 2,500 cubic meters (approximately 
666,000 gal.) of 500 vis. solvent neutral oil for September 
shipment in drums at price of 26.75c gal. FAS New 
Orleans. Dick was low in bids submitted in New York 
on July 13. 

Two other items sought by Argentina at same time— 


solvent bright stock and 500 vis. solvent neutral in bulk— 
have been cancelled for reasons not yet disclosed by 
Buenos Aires. 

Wax, lubricating oil and avgas stocks were reported up. 

Bureau of Mines reported that inventories of wax of re- 
fineries, reversing downward trend which started in 
January, were up 1,960,000 Ib. in May over April. Re- 
port also showed stocks of lubricating oils increased to 
10,873,000 bbl., up 72,000 bbl. over April, and 1,263,000 
bbl. over May, 1952. 

Microcrystalline wax inventories, which had been con- 
stant for three previous months, were up 840,000 Ib. in 
May. Stocks of fully refined grades have risen steadily 
since February to May’s 57,680,000 Ibs. “Other” waxes 
were down 2,800,000 lb. in May from April figure of 
63,000,000 Ib. 

National Petroleum Assn, reported that production and 
inventories of Pennsylvania bright stock and neutral oils 
increased in June as compared with May, while produc- 
tion and inventories of steam refined stocks declined. 


Stocks of neutral, 180 vis. at 100 and above, showed 
sharpest increase—24,570 bbl. Bright stock inventories 
rose 15,214 bbl. with production up 22,221. Inventories 
of 600 steam refined were off 23,134 bbl. 

End-of-May inventories of aviation gasolines at refin- 
eries were up 227,000 bbl. over April, Bureau of Mines 
reported. 

Grades 100 octane and above increased 438,000 bbl. to 
5,348,000 bbl. and at this level were 926,000 bbl. above 
inventories of 4,422,000 bbl. reported by bureau for May, 
1952. 

Inventories of “other” grades were down 211,000 bbl. 
from end of April. Standing at 4,480,000 bbl. on May 31, 
however, stocks were 1,053,000 bbi. above 3,427,000-bbl. 
inventory on same date last year. 

Reports from refiners and other trade sources in the 
wholesale marketing areas of the nation showed: 

Distillates and heavy fuel—In light demand in the Mid- 
west, because of narrow margins between delivered Group 
3 tank car prices and northern tank wagon prices. Mid- 
Continent refiners, however, said residual was still “firm 
for end of- July.” At the Gulf, No. 2 was quoted at 
8.25c, kerosine at 9c, but trade sources said prices were 
“easy” for both distillates and residual. In the East, 
“continued easiness” was reported for both light and 
heavy oils. 

Gasoline—Still in good demand, but slowing down, es- 
pecially at Gulf where offerings of 93 oct. premium, Sep- 
tember loading, were reported at 12.75c, and buying in- 
terest, strong for this grade in recent past, was reported 
light. Lower octanes at the Gulf were “softening,” 
while “discounts” continued at number of Great Lakes 
Pipe Line terminals. 

Lubricating oils—Some “squawking’” about prices for 
South Texas lubes, “shading” of Mid-Continent solvent 
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Summary of Daily Gasoline Prices (July 28 through Aug. 3) 


Monday 
Motor Gasoline 93 Oct. (Premium): Aug. 3 
. (Texas 4 New Mex. shpt.).. 13.75-14.25 
W. Tex, (Texas & New Mex. shpt.).. 13.5 
. Tex, (Truck Tnsp.) .......++ee0e 13.5 


Motor Gasoline 90 Oct. (Premium): 


Okla., Group 3 (Okla. an) epsecces 
Okia.’ Group 3 
Midwestern (Grou 


13:3 


New Mex. shpt.).. 
ruck Tnsp.) 
Cent. . Tex, (Truck Tnsp.) 


Motor Gasoline 88 Oct, (Premium): 


N Tex, (Texas & New Mex. sbpt.).. . 12.75 


. Tex, (Texas & New Mex. shpt.). 
EB. Tex. (Truck Tnsp.) ...... 


Motor Gasoline 84 Oct. (Regular): 
Okla., Group 3 (Okla shpt.) 
Okla.. Group 3 2 Rerthere shpt.5 oes 
Midwestern (coop 3 basis) ......... 
N, Tex, (Texas New Mex. shpt.) 
W. Tex, (Texas & . shpt.).. 
E. Tex. (Truck Tnsp.) .... 


Motor Gasoline 82 Oct, (Regular): 
N, Tex. (Texas & New Mex, shpt.).. 
E. Tex. (Truck Tnsp.) 


ste eet eeeeee 


Motor Gasoline 60 Oct. qt gins 


Okla., Group 3 (Okla. shpt 1.125 10.625-11 


pt. 

Okla., Group 3 (Northern shpt. D cece 

Midwestern (Group 3 basi sabe 
. Tex. (Texas & New Mex. shpt. 

W. Tex (Texas & 

E. Tex. (Truck Tnsp.) eevee 

Cent. W. Tex. (Truck Tnsp.) ... 


Metor Gasoline 92 Oct. (Premium): 
New York ha = 


Baltimore, eases cdi 

Motor Gasoline 86 Oct. 

New York harbor 14. 1+. 6 

New York harbor. barges ée0nee 13-14 

Philadelphia ‘ (2)14. Sid. 6 
adelphia, barges 

Baltimore “ (2)18-4-14.8 





Motor Gapetinn: 

Western Penna., Bradford-Warren: 
90 Oct, (Prem.) ° 15.15(2 
86 Oct. (Regular) 14. is(2) 


Western Penna., - hye 


90 Oct. (Prem ° ess 15.15(2) 15.15(2) 
14.15(3) 14.15(3) 


Western Penna., Pittsburgh: 
my (Prem.) .... «. 
86 Oct. (Regular) .. 


Friday 
duly 31 
+3. pees. 25 


2.5-12.875 (2)12.5-12.8 
rthern eevee 875 (6)12. ost $75(2) 
aa basis) tons 7e-12, { a 7S .875(2) 
New Mex.” ‘sh oe 3.75(2) 1 
e Be}. 13-13.75 -13.75 


13- 13.75 
13 


ed 18.28 
Cent. W. Tex. (Truck Tnsp.)'.....-.- 7 11.75 


14.15-14.6 
13-14.1 
(2)14.5-14.6 
14.4 
(2)13.4-14.8 
13.4 


15.15(2) 
14.15(2) 


Thursday Wednesday Tuesday 
July 30 duly 29 duly 28 


13.75-14.25 13.75-14.25 13.75-14.25 
3 5 13.5 13.5 

13.5 
(2) 12.5-12.875 


5-12.8 
ei. $752) 
tx 12.  ‘omed 


12.5-12.875 
12.375-12.875(2) 
12.3 ane 


11.75-12.25 


(203. 75-12.25 (2)11.75-12.25 (2)11.75-12.25 
te 10.75 10.75 


11.75 11.75 


-125 10.625-11.1 10.625-11.125 0. bac 11,125 
10.5-10.875(2) le . ’ . .875(2) 
10.625-10.875 10.625-10.875 


wr 875 
1.8 


14. te 6 
13-14.1 
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(2)13.4-14.8 
13.4 


14. B5-36. 6 14. +. 6 
13-14.1 13-14 
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(2184. 14.8 (2)13.4-14.8 
13.4 


15.15(2) 


15.15(2) 
14.15(2) 


14.15(2) 
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14.15(3) 
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bright and neutrals. In Western Pennsylvania, bulk lube 
oil trading was reported “in the doldrums,” wax and pe- 
trolatum “still tight.” 

Isobutane supply was reported easing, while other LP- 
gas products were quiet (see p. 60). 

Syracuse, N. Y., was the scene of a gasoline price war 
which, as this is being written has carried retail prices 
to about 5c gal. below “normal.” Price war started when 
one dealer handling major brand “rebelled” at 1.5c hike 
in tank wagon prices made by major suppliers late in 
June and did not up his retail posting. Postings at pri- 
vate brand outlets were off as much as 6.4c gal. at one 
time. 

Prices at Syracuse stations have now settled out to 
three levels—19.5c, 19.1c, and 18.6c for regular-grade 
gasoline, compared with pre-war “normal” of 23.6c for 
most major brands. 


Sun Oil Co. led in cutting Syracuse tank wagon price 
with 2c reduction to 14.9c for Blue Sunoco. Other major 
suppliers, including Socony-Vacuum and Atlantic Refin- 


ing, also reduced their regular-grade tank wagon post- 
ings 2c. 


Its reduction, Sun said, was made to help its dealers 
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meet competition of “several” service stations which had 
been selling “unbranded” gasoline at 4.3 to 6.4c gal. be- 
low retail price for Blue Sunoco. Many dealers handling 
Sun products faced threat of being forced out of business 
altogether because of gallonage lost, according to Thomas 
S. Horrocks, Sun’s assistant New York regional manager. 


According to NPN sources, Syracuse dealers are now 
operating on margins ranging from 3.7c to 4.6c, com- 
pared with pre-war margins of as much as 6.7c. Some 
jobbers say their margins have been reduced from 2,5c 
and 2.375c to 1.75c, or cuts that average 0.625c gal. 


All Syracuse prices are ex 6.4c federal, state and city 
taxes. 


Gasoline tank wagon prices at Covington and Ashland, 
Ky., were advanced ic a gal. by principal suppliers, and 
in amounts ranging from 0.3c to 0.7c at Kentucky points 
along the Ohio River following recent 1c increase, to 5c, 
in Ohio gasoline tax. Area has long been “depressed” 
due to 3c differential between Ohio and Kentucky taxes 
which now has been cut to 2c, it was said. Current tank 
wagon posting of Standard of Kentucky at Covington is 
16.4c, ex 9c state and federal] taxes. 
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ATLANTIC COAST 
Market Quiet as Sales Lag 


With distillate fuel oil inventories at the end of July 
about 20% higher than at the same time a year ago, 
trading at eastern terminal points was reported quiet 
the past week. Prices were unchanged, and seasonal 
easiness still was apparent in quotations for both light 
and heavy fuel oils. The continuation of retail price wars 
at a number of New York and New England points sug- 
gested strongly that there also are ample supplies of 
gasoline. 

Tanker terminal operators at points from New York 
to Boston declared that sales of light fuel oils to barge 
and transport buyers were as much as 50% lower in July 
than in the Same month a year ago. This development 
had been widely anticipated, however, for there had been 
considerable filling arranged by distributors just before 
prices were advanced late in June. 

In addition, summer-fill “incentive” discounts that gen- 
erally extend through September actually have caused 
many distributors to delay purchases, trade sources said. 

Offerings of No. 2 fuel in barges at New York at 8.9c 
per gal. failed to stir interest among potential buyers, 
according to most reports. 

While no bidding for No. 6 fuel was indicated, it was 
said that a buyer interested in spot barge lots “probably” 
could find some supply at $2.10, New York; harbor sup- 
pliers generally were quoting $2.28 tank cars and $2.25 
barges. 

Although most reports were that supply terminals were 
well stocked with residual, one major marketer was a 
buyer of supplemental quantities of No. 6 fuel. This mar- 
keter was said to have stipulated, however, that he is 
interested only in U. S.-produced material delivered in 
cargo lots at eastern terminal points. No sales on this 
basis were confirmed. 


MID-CONTINENT 
Trading Slow; Heavy Oil Still Tight 


First of August saw little change in supply and de- 
mand status of refined products in the Mid-Continent, 
and except for increases of 0.75c reported by one refiner 
in his sulvent neutral oil quotations, refiners’ prices gen- 
erally were unchanged. There was little open market 
activity. 

At northern pipe line terminals, gasoline was mov- 
ing good, but discounts (from quoted prices) were still 
offered by refiners at several terminal points where price 
conditions have been “unsettled” since recent general in- 
crease in crude and product prices, According to some 
unconfirmed reports, jobbers buying off line were able to 
resell gasoline “at low published Group 3 prices,” plus 
pipe line transportation. Locally, refiners said gasoline 
sales to regular customers were good, but tank car gaso- 
line shipments north remained slow. 

‘ South Texas lubricating oils were described by one re- 
finer as “moving well,” to foreign buyers, but he added 
that domestic buyers were “squawking about prices.” 
Other Mid-Continent lubricating oils continued relative- 
ly slow, with price ranges generally unchanged when one 
refiner increased his solvent quotations 0.75c. This same 
refiner did not increase his quotation of 23c for solvent 
bright stock, and declared that reports indicated this 
price was “being shaded” by other refiners in some cases. 

No. 5 fuel remained “tight,” and No. 6 was still described 
as “relatively scarce” for end of July. One reseller, seek- 
ing No. 5 fuel, said when he can find material available 
refiners ask from $1.55 bbl. up, Group 3 basis, High 
sulfur No. 6 fuel was generally held for $1.00 up, al- 
though some material was still offered to resellers at 
$0.975, Group 3, according to reports, 

Prompt distillates were offered at 0.75¢ “under pub- 
lished prices” to resellers, but there was little demand. 


GULF COAST 
No. 2 Fuel Prices Up 0.25c 


Quotations reported for No. 2 fuel at the Gulf the 
past week were up 0.25c gal., from 8c to 8.25c, but a gen- 
eral uneasiness over weak prices and onerous supplies 
still was evident in cargo trading. 

What many refiners feel are more than adequate in- 
ventories have resulted in refinery crude runs being cut 
back about 100,000 b/d in the Gulf Coast area since 
beginning of July. No sales were reported, and virtually 
all products were available for spot loading. 

The gasoline season “is over,” several traders com- 
mented, one also remarking that most large marketers 
plan two months ahead on their requirements. This, he 
said, was the reason that inquiries had fallen off so 
sharply. Indications were that ample supplies of gaso- 
line are available for the fourth quarter of this year, 
and cargo quantities of 93 oct. premium, September load- 
ing, have been quoted at 12.75c with no immediate takers. 

Following an unconfirmed sale of No. 2 fuel reported 
at “about 8c,” offerings of this product at 8c and 8.125c 
successively were withdrawn from market, with material 
subsequently held for 8.25c and higher. However, little 
interest in the cargo trade was reported at this price, and 
one major declared that the amount of heating oils “we're 
selling you could put in your eye.” 

On the other hand, some reports from upriver mid- 
western terminal operators were that orders were being 
placed for summer-fill distillates, particularly since river 
barge rates are at the lowest level—down to 0.165c per 
ton mile—in over a year. 

Kerosine and bunker “C” fuel were inactive products in 
spot trading. One major continued long of the former, 
and at least three major suppliers had spot offerings of 
bunker “C” fuel for the general trade. Kerosine prices 
ranged upward from 9c per gal., and heavy fuel from 
$1.85 per bbl. 


MIDWESTERN (Chicago-E. St. Lovis Area) 
Demand Light; Most Product Prices Easy 


What a number of traders described as an “uneasy 
quiet” prevailed in the Midwestern market the last week 
in July, with “shading” of quoted prices reported on sev- 
eral products. Refiners’ quotations, however, were gen- 
erally unchanged. 

While gasoline tank car shipments were light, with 
product freely available at pipe line terminals, one large 
refiner said his shipments were “nip and tuck with pro- 
duction.” At least six other large refiners reportedly had 
sufficient gasoline on hand at pipe line terminals, or in 
transit, to meet their requirements for the next 60 days. 

Tank car marketers said they could purchase regular- 
grade gasoline at “discounts” of as much as 0.625c gal. 
below the low Group 3 quotation reported by refiners— 
11.375c a gal. Cycled regular-grade gasoline reportedly 
was available at 9.875c, Group 3, for resale. No open 
market sales were disclosed. 

Resale agents also said they could buy both light and 
heavy fuels at “substantial discounts” from the prices 
reported by refiners, adding, however, that there had been 
no actual buying for purposes of testing the market. In 
addition to the usual seasonal slackness, it was pointed 
out that there was little interest in tank car lots because 
of the narrow margin between delivered tank car prices 
from the Mid-Continent and local tank wagon postings. 

Traders reported an “apparent low supply” of residual 
in the Midwest but said that ample supplies were avail- 
able in the Mid-Continent “at a price.” No. 6 fuel, for 
resale, was said to be available at “5c off” ($1.10) and 
“10c off” for low and high sulfur grades, respectively. 
In an effort to line up contract customers for No. 6 
over the coming year, one major refiner reportedly has 
offered to supply at top price of $1.25 bbl., Group 3. 
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CHICAGO DISTRICT 
Open Market Trading Continues Quiet 


Prices for all products were reported unchanged by 
Chicago District suppliers in the week ended Aug. 1, and 
trading in spot lots also continued negligible. 

Supplies of gasoline appeared to be ample to meet peak 
summer demand. Several terminal operators said they had 
completed their purchases of gasoline for the summer 
season, and one major stated he had “some surplus” for 
early sale. No open market sales were disclosed with 
bulk of shipments against contracts. 

Suppliers said that some buyers had begun negotiations 
for next year’s supplies of light fuels but that spot trad- 
ing continued quiet. Also, no new long-term contracts 
were reported closed. “Shading” of burning oil prices 
by resale agents continued, but primary suppliers gen- 
erally said they were holding their prices despite the re- 
cession in prices in the Gulf Coast area. 

Trade sources generally described residual fuels as 
“firm, but slow,” with quotations for No. 6 oil, no sulfur 
guarantee, ranging upward from 5.7c gal. Occasional 
“low-priced” offerings from the Mid-Continent were act- 
ing as a deterrent to any improvement in the local Chi- 
cago situation, according to some reports. 


CENTRAL MICHIGAN 
Status of Most Products Unchanged 


Little change in the status of most products was indi- 
cated in reports of Central Michigan refiners the last 
week in July. Quotations also were generally unchanged. 

Gasoline shipments against contracts continued heavy— 
“better than last year’’—according to some refiners, and 
inventories generally, while low, were said to be suf- 
ficient to meet the heavy demand. Most refiners, how- 
ever, said they were not offering gasoline in the open 
market. 

Jobbers in some instances started taking increased quan- 
tities of burning oils, thus relieving pressure of high in- 
ventories at some refineries. On the other hand, some re- 
finers described summer-fill distillate sales as “still barely 
a trickle.” 

Reports generally indicated continued easiness in resid- 
ual fuels with some offerings being made at “discounts” 
from quoted prices. Lower-priced sales, however, lacked 
confirmation. 


WESTERN, PENNA. 
Pittsburgh ‘Gas’ Price Off 0.25c 


Except for 0.25c decline in gasoline prices in Pitts- 
burgh district, quotations in Western Penna. were un- 
changed the last week in July, and market conditions 
generally were static. 

Gasoline prices in Pittsburgh area dipped 0.25c to 15.5c 
for premium and 14.25c for regular when refiner rescinded 
part of price boost made in late June. Increase was 
“too big”, refiner said, and didn’t “stick.” Otherwise, 
gasoline continued the most active product with most re- 
finers reporting heavy shipments. 

At end of week some open market movement of lube 
oils in small lots was reported, actual sales not disclosed, 
and refiners said prices were firm at 25c and 22c for 
200 vis. and 150 vis. neutrals, respectively, and 23c for 
25 p.t. bright stock. 

Distillate fuel oils remained dormant although some 
refiners said inventories were lower than last year at 
this time. Also, some said they had commenced build- 
ing stocks against winter demand. 

Petrolatums and waxes remained tight. One refiner 
boosted his petrolatum prices 0.25c on all grades, ef- 
fective Aug. 1, to cover increased drum costs and be- 
cause “market warrants it.” 
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NPN Gasoline Index 
Cents Per Gal. 
Dealer T.W. Tank Car 
Aug. 3 .. 16.54 12.6% 
Month AS ...% : ; : 16.51 12.67 
Year Ago beens eese 15.32 11.65 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif.. N. Y. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast 











South Penn Boosts Penna. Grade Crudes 


Advance in Pennsylvania grade crude prices in amounts 
ranging from 13c to 15c bbl. was posted over week end 
by Joseph Seep Purchasing Agency of South Penn Oil Co. 

New prices, effective Aug. 1, follow: 


Amount 
District Price Increased 
Bradford, Pa. .. pe eesneue _ $4.55 l5e 
Middle Penna. ...... boo abe “* 4.55 15e 
Southwest Penna. . osevenaa « 4.11 ldc 
Eureka, W. Va. .. vocesthtie _ 4.05 lic 
buckeye, Ohio ...... ote 4.04 13¢ 


“Adherence to pipe line tariff rates and regulations 
have unbalanced the delivered costs of the various grades, 
and new postings will correct the differentials,” South 
Penn president R. W. Grunert said in announcing in- 
crease. 

With current advance, Penna, grade crude prices are 
now within 45c bbl. of postwar high of $5.00 (for Brad- 
ford District oil) reached in December 1947. From that 
level, Bradford District oil dropped to low of $3.27 in 
May 1948. 


Shell Rescinds Part of Mid-East Hike 


LONDON—(Reuters)—Shell Oil Co., July 29 announced 
reductions in its prices for Middle Bast crudes, with re- 
duced prices retroactive to July 20. Company on that 
date advanced its eastern Mediterranean price for 36- 
36.9 gravity Iraq oil 15c, Persian Gulf prices for Kuwait 
(31 gravity) and Iraq (36 gravity) 25c, and Qatar (39 
gravity) 30c. Current action rescinds portions of those 
increases 

Company’s new prices for cargo lots, with amount of 
increase that has been rescinded, and net increase, in that 
order are: 

Iraq 36 gravity, FOB Tripoli, Lebanon, and Banias Syria, 
$2.39, 5c, 10c; 

Iraq 36 gravity, FOB Fao, Iraq, $1.92, 8c, 17c; 

Qatar 39 gravity, FOB Umm Said, Qatar, $2.06, 5c, 25c; 

Kuwait 31 gravity, FOB Mina al Ahmadi, Kuwait, $1.72, 
3c, 22c. 


Anglo-lranian Cuts Back Mid-East Prices 


LONDON—Anglo-Iranian Oil Co., Ltd., announces that, 
commencing as from July 16, its posted export prices for 
Middle East crudes are as follows: 


Crude Price Gravity 
Kuwait ° 31-31.9 
 cévcdece J 36-36.9 
BIDE sca om . 36-36.9 Tripoli, Lebanon & Banias, Syria 
Qatar t 40-40.9 Umm Said 


Angio-Iranian’s new prices for Middle East crudes 
replace those company announced earlier for July 16 with 
prices for Kuwait oil now down 3c bbl., Iraq oil in Persian 
Gulf down 8c, and Iraq crude at eastern end of Mediter- 
ranean off 15c. 


FOB Point 
Mina el Ahmadi 
Fao 





Crude Oil Prices 
South Penn advances Penna. Grade crude 
prices (see story above). No other changes in 
domestic crude prices reported in week ended 
Aug. 1. For complete price schedules, see July 
29 NPN, p. 38-39. 
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Prices at Refineries and Terminals and by Tank Wagon 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 


to reporting oil industry prices everywhere. 


Prices shown in tables are sales prices or quotations or general offers 


or posted prices by refine 


GASOLINE 


OKLA., Group 3 (Okla, shpt.) 

90 Oct, Prem. (2)12.5-12.875 
84 Oct. Reg. (2)11.5-11.625 
60 Oct. M & below 10.625—11.125 


OKLA., Group 3 (Northern shpt.) 

90 Oct. Prem. ....2ccccces (6) 12.375-12.875(2) 
84 Oct. Reg. (7)11.375-11.625 
60 Oct. M & below 10.5-10.875(2) 


MIDWESTERN (Group 3 basis) 


90 Oct. Prem, ............€4)12.375-12.875(2) 
84 Oct. Reg. (6)11.375-11.625 
60 Oct. M & below 10.625-10.875 


N. TEX. (Texas & New Mex, shpt.) 

93 Oct. Prem, 13.75-14.25 
90 Oct. Prem. . 13-13.75(2) 
SB Get. PROM. ..ccccccsses 12.75 
84 Oct. Reg. 11.75-12.7 

82 Oct, Reg. ...........-. (€2)11.75-12.25 
60 Oct. M & below ...... 10.75-11.8 


W. TEX. (Texas & New Mex, shpt.) 
93 Oct. Prem, .... 

90 Oct, Prem 

88 Oct. Prem. 

84 Oct, R 

60 Oct. M 


10.75 
60 Oct. 10.5-11.125 
CENT. W, TEX, (Truck transport lots) 
90 Oct. 13 
82 Oct. Reg. oesee 11.75 
60 Oct. M & below ....... 11 


AKK, (For shipment to Ark. & La.) 

90 Oct. Prem. 13 

ee SS re 11.75 
60 Oct. M & below 10.625 


KANSAS (For Kanan« destinations only) 

90 Oct, 12.375-12.625(2) 
88 Oct. 12.375—13.375 
84 Oct. 11.375-11.75 

82 Oct, 11.375—-12.375 
60 Oct 10.375—11.625 


WESTERN PENNA, 

Bradford-Warren: 

90 Oct, Prem, ... 15.15(2) 

14.15(2) 

on City: 

90 Oct, Prem. ............ 15.15(2) 

14.15(3) 

Pittchurch: 

90 Oct. Prem. «15.5 
«14.25 


OH10—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


14.5 
CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 
90 Oct. Prem, ............ (2)14.5-15.25 
86 Oct, Prem. ..........+- 14.25-14.75 
84 Oct. Reg. .....-..eeeee aimee 
13. 


82 Oct. Rem. ....cceeereee (2) 


rs, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where §$ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oi] and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


PRICES IN EFFECT AUGUST 3 


Service invoice. 
Price Service, Inc., 


CALIFORNIA 


Los Angeles Dist.: 
99 Oct. Prem. 
80 Oct. Reg. 


San Francisco Dist.: 


90 Oct. Prem. 
80 Oct. Reg. 


San Joaquin Valley Dist.: 
90 Oct. Prem. .......... 


(2914.1-18.1 
(2)13,1-15.6(2) 


17.85-18.6 
15.85-16.1 


17.85-18.6 
15.85-16.1 


KEROSINE, GAS & FUEL OILS 


OKLA., Group 3 (Okla. shpt.) 
41-43 w.w. 

42-44 w.w. 8.875-9.5 
Range oil 8.875-9.25 

58 & above D.I_ Diesel. ...(2)8.625~-9.375 
No. 1 fuel 8.625-8.875(5) 
No. 2 fuel .. ee 8-9 

No. 3 fuel .... ee 8(2) 
No, 6 fuel . ae $1.10—1.30 


8.875-9.25 


OKLA., Group 3 (Northern shpt.) 


(5)8.875-9.25 
(5)8.875-9.375 
8.6 


625-9 
58 & above D.I. Diesel.... (3)8.625-9.375 
No, fuel (5)8.625-8.875(2) 
No. o6 os (6)8-8.25 
No, : as «+ (2)7.75-8 
No. $1.10-1.30 


MIDWESTERN (Group 3 basi«) 

41-43 w.w, (3)8.875-9.25 
42-44 w.w. (4)8.875-9.25 
Range of] ...... s.06 sé 

58 & above D.I. Diesel.... (3)8.625-8.875(2) 
No. 1 fuel (5)8.625-8.875 
No, 2 fuel (5)8-8.125 
No, 6 fuel $1.10-1.30 


N. TEX, (Texas & New Mex. shpt.) 
9.2-10.25 
25 


9.6 
(2)9~-9.75(2) 
(2)$1.20-1.75 


42-44 ww. 
58 & above D.I. Diesel.... 
No. 6 fuel 


W. TEX. (Texas & New Mex. shpt.) 
41-43 w.w. 

42-44 w.w. 

No, 


No. 6 fuel 


Ee. TEX, (Truck transport lots) 
41-43 ww. 

Oe) SAME, inepeedscvceste 

58 & above D.I. Diesel.... 

No. 1 fuel 

No. 6 fuel 


9-9.75(2) 
9-9.6 
8.5-9.75 
9.625 
$1.25-1.60 


CENT. W. TEX. (Treck transport lots) 
GO-G9. TAG, wrecdeccesccce 

58 & above D.I, Diesel.... 

No. 2 fuel 

No. 6 fuel 


KANSAS (For Kansas destinations only) 
42-44 ww. 9.125-10.25 
52 & below D.I. Diesel ... 8.875-9.625 
58 & above D.I. Diesel ... 8.875-9.375 
8.625-10 
8-9.625 
$1.625-1.65 
1.15-1.35(2) 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 


For complete price service delivered daily from nearest OILGRAM 
publishing office, New York, Cleveland and Houston, address Platt’s 
1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 


ARK, (For shipment to Ark. & La.) 
42-44 w.w. 9.375 
Tractor fue 10.25 
52 & below D.I. Diesel.... 9 

58 & above D.I. Diesel.... 9.375 
No, fuel 8.5 
No. fuel 8.125 
No. Beeb asdccccccccces $1.90 
No. PE cccavevdesesss $1.70 
No. $1.55 


WESTERN PENNA* 
Bradford-Warren: 
Kerosine wens penehee 
55 cetane Diesel 
No. 2 fuel 11.05—-11.35 
No. 3 fuel 11.05—-11.35 
36-40 gravity fuel 10.85 
Ou City: 
Kerosine So bs 00600 ose 11.55-11.95 
50 cetane Diesel 10.75 
No. 1 fuel 11-11.45 
No, 2 fuel babedacer 10.75-11.05 
Bem. BD GO nccnccccescves 10.75 
36-40 gravity fuel 10.75 
Pittsburgh: 
Kerosine 
50 cetane Diesel ea’ 
oe rere 11,4 
No, 2 fuel (3)10.9-11.1 
36-40 gravity fuel (2)10.9-11 

* Prices of some refiners are subject to 0.5¢ 
gal, summer-fill discount. 


11.55-11.95 
11.25(2) 


11.65-12 
10.9 


CENTRAL MICHIGAN 
‘(FOB Central Michigan refineries.) 
Range Of]  ....ceccccveees 12.3-12.8 
46-49 w.w. kero. .. . 
P.W. distillate ............ 
No, 2 fuel 

No. 3 fuel 

"a!" ene oll 

No. 5 fuel 

No. 6 fuel 


12.3-12.8 
(2)11.5-11.85 
11,175-11.7 
(218. 25-10 
(4)6. 75—Sx 
(3)6.5-7.8x 


OHIO—Quotatione of 8.0. Ohio for delivery te 
Ohio points: 

Kerosine 

No, 1 fuel 

No, 2 fuel 

Diesel (Light & Med.).... 


CALIFORNIA 
San Joaquin Valiey Dist.: 


Stove dist. (PS 100) 
San Francisco Dist.: 


(2)13.3-14.3 
$1.80-2.10 
$2.25-2.30: 3+ 
10. 25-13 2 

10.5-14 7 


Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


NATURAL GASOLINE 


(Group 3 & Breckenridge prices are to biend 
ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac 
turing district.) 
FOB GROUP 3 

5.5 (Quotations) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT AUGUST 3 


LUBRICATING OILS NAPHTHAS & SOLVENTS RANEAS (Ser Ramm Sawn, ony? 


Stoddard solvent . 11.8 
WESTERN PENNA. ‘FOB Group 3) 


Prices are for sales made, or offers reliably Stoddard solvent .......... 12.375(3) A AST 
reported, to jobbers & compounders only. va ao 12.875(2) ARS SS v.0.ar 
Viscous N: No. 3 col. Vis. at 70° F. 200 -M.&P, naphtha 12.875(4) -M.&P. Mineral 
20-4 Mineral spirits .......... 11.875(4) Naphtha Spirite 
° “¥ at 100°) ¢ 2s a. Rubber solvent ........ 12.875(3) New York 
{ ‘ Lacquer diluent :(2)13. 125~-13.375 Harbor 17(5) 
Benzol diluent (2)14.125-14.625 Philadelphia .. 17.5(4) 16.515) 
Baltimore .... ««.«. 16 .5(3) 
WESTERN PENNA. —-- 50.548) pd 
ou City: rovidence .... esee ‘ 
Stoddard solvent .......... 16 
Pittsburgh: 


Stoddard solvent 16(3) LPG PRICES 


ait 3 OH1IO—Quotations of 8.0. Ohio for delivery to 


4 points: (Of refiners, FOB refineries, in cents per gail. 
(2)18-19 V.M.&P. naphtha ee 18.0 tank cars or transport trucks) 
(2)19-20 Minera! spirits & stoddara Commercial Industrial 
(2)21-22(2) solvent 17.0 District Propane Propane 
26(2) Rubber solvent 15.875 N. Y. Harbor. 


0” 6 8 
MIDCONTINENT LUBES E, TEXAS (Truck Trnspt, lots) eer gg +» 83) 8(3) 
FOB Tulsa basis, for domestic shipment only Stoddard solvent 12.25 Hastings |...... as spar 
Bright Stocks, vis. at 210° Neutrals, vis. at Guif Coast .... 3. 625(2) 3.625(2) 
100*, 0-10 p.p. CENT. W. TEX. (Truck Trnspt. lots) Houston ......... 3.625 3.625 
Neutral Oiis—Conventional Stoddard solvent 7 

Pale Ole Cal, 

60-85 vis 

86-110 vis. 

150 vis. 

180 vis. 

200 vis. 

250 vis. 

280 vis. . sbegwts u 
300 vis. 3. 15.25 -$ . @ r ; 
orgnt Stock—conventional SANA ee, SS et. eh ¥ oak on ghee tatiet ab 
200 vis 





ee 


a a cme Wrest TOPs" 
10-25 P.P. .. 0. c ce eeees 24.5 r FILL ‘TH THE | TLE STOP: P 


150-160 , 
0-10 p.p. sectcees  5690.5-31.5 Id} by ty SCULLY SIGNAL COMPANY conbaage at mm Mass. el LA fe 
10-25 B.D. « sessing KS} Canadian Licensee: EMPIRE BRASS MFG. CO. LTD, Toronto, Ontario tank installations 


120 vie 

0-10 . p. oo pave 20.5 
Bright Sterkt——Retent 
150-160 vis. 0-10 p.p., 95 v.i (2)23-25 
Neutral Mil<—solvent (96 v.1.) 
170-180 vis. .... pea a+ ee 
200-210 vis. wyrrrcs yt S «15.25-18. 
B00 VIS. eee -e cece eeeeees  16.25-18.75 Marketer of Petroleum Products 
t ytindrr Mocks 
600 s.r., olive green ...... pee 


Cue CoAsT—setran Reteet Leben. NEW ENGLAND PETROLEUM CORPORATION 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. New York Bostes 
Bright steck—Vis. at 710° 
150-160 vis., 
test, 95 vii. 
Neutral Ofls—Vis, at 
100 vis. 6006s 
200 vis. .... 
300 vis. 
500 vis. 


SUUTH TEXAS LUBES 
(Vis. at 100° F. FOB S. Tex., refineries for 


domestic and/or export shipment.) If you are a jobber or independent 
PALE OILS: 


oy AS sini marketer trying to build sales, sell 
BB ncccey sees 13.75(6) 


+ pbteing o se eae UNITED’s 100% Pure Pennsylvania Lubricants. When 


2%- -3% occcecescccs 15.7516) 
3-4 seece 


+? ss eas ee eeiae you sell UNITED products, you sell the best, because 
ieee they are refined with exacting care from Pennsylvania 


13.9548) Grade Crude, the finest found anywhere in the world. 
13.7516) 


14.7518) Put YOUR brand on UNITED products and your cus- 


16.75(6) 


"* ¢9)17.98-17. 7544) tomers will come back again and again... . 
(2)18-18.75(4) 


PETROLATUMS 


WESTERN PENNA. - 
(Bbis., carloads: tank car, 1 to 14 teen. THE wor.o's Fined .100% PURE PENNSYLVANIA OIL 
Snow white .............- (2)6.875-7.625x 
Soft white .... eeeeeee €2)6.625-7.375x 
Lily white ........ (2)6.375-7.125x 
Cream white (2)6-6.75(2) 
|}. ae eee (2)5-5.5 

Light amber ............+. (2)5-5.5 


Amber ......... (2)4.75-5.25 REFINING COMPANY, WARREN 
2)4.78-5.25 UNITED 4 , PA. 




















UNITED's illustrated book, “A Story of Progress”, will be sent you free upon request. 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT AUGUST 3 
WAX ATLANTIC & GULF COASTS 


WESTERN PENNA, (T.C., in Bulk) Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 
be Reg we Seale: FOB their terminals, Ships’ bunkers prices are exclusive of lighterage. 
m.p. 


124-126 A.m.p. 92 Oct. 90 Oct. 86 Oct. 83 Oct. Kerosine 
Prem. Gaseline Reg. Gasoline Reg. Gasoline Ne. 1 Fuel* # 
SEABOARD ie A 15.4-15.7 ° 14.15-14.6 cee (2)10.25-11(14) 
Melting points are AMP, -+ 15,3-15.6 feue 13-14.1 sees (2)10.15-10.9(14) 
EMP. Prices are for carload lots. Domestic Alban 16.7(6) caee 15.2(7) ‘ene 11.3(9) 
prices are FOB refinery; «+. 14,4-16.6 nye (2)13.4-14.8 11.1(9) 
bbis.; fully refined, siabs loose. Ex) oo MA oye 13.4 xKs 11(4) 
are FAS; scale in bags or bbis., fully refined ° p08 pues coe 3 10.3 
in bags or cartons. 3 aca dans Ness ys 
:(6)16. 7-172 é 15.2(9) 3 10.95-11.2(15) 
Crude Seale N.Y. Domestic 
8e-t88 Wate =. 6.10) 5-6. Corpus Chris” 13.52) “te mete et ty et: — 
Houston .... 3. 3 etee (2)12. 25-12.3 veu4 10-10.9(7) 
7.95 ° do barges. .(2)13.25-14 ees 12-12.3 eoee 
7.95(3) Jacksonville . at 4-14. its) (ms. 4-13.7(5) 
7.95(3) 4.7 3.7 


ie. 4(3) 13. 4(3) 
16.5(3) eees 15(3) 
13.6 12.6 


13.6 eeee 12.6 
14.3-14.6 eoee 13.3-13.7 





~~ 
cr) 
4 
+ BRO 


14.4 13.4 
16(2) eeee (2)14.5-14.6 
oses oes 14.4 
14.7(3) oes 13.7(3) 
16.8(4) eves 15.3(4) 
16.7(4) eoes 15.2(5) 
Prices to jobbers & SS in tank car nah 14.4-14.7(3) eee 13.4-13.7(5) 
and/or truck transport FOB refineries, Tampa 14.2-14.6(3) ass 13.2-13.6(4) 
pipe line terminals and ‘sland waterway barge 
terminals. 13.9-15.35 ecee 12.9-13.35 


Moter Gasoline 
90 Oct, Prem. ....... seees (2)13.85-14.625 
(2)12.85-13.625 
Dieeed Ot 
Gas House Shore Piaatse* ¢ Ships 
ei Yeo Ne. 3 Fuci*# Gas Oll*# Neo. 4 Fudi Ne. 6 Fuel (50 cet., 55 4.1.) (45 est., 45 4.1.) 
8.575-26. N. ¥. Harb.(2)9.25-10(16) 10.1. (10)$3.22-3.78 10.15-10.4(7) $4.34(4) 
5 sees  (€10)3.19-3.68 2.74 Shan cae 
. 5, low sulfur ........ 6.75-6.9 --  10.05-11.3(10) 10.7 3.98 10.7(4) wai 
. 5, high sulfur ........ ETE) ore .. 9.85-10.1(9) 10.2 3.25(2) \ 10.5(5) 4.34(4) 
. 6, low sulfur do barges. 9.85-10(5) pose 3.19 “ sabe eden 
. 6, high sulfur ........ (ns. = ie. 9 9.4 ions 2.4 9.4 3.74(2) 
Boston 9.95-10.2(15) + ae x 10.6(6) : 
- 10.205) : sas 10.3(2) 
MEXICAN BUNKER PRICES .++  9,125-9.25 ees oeee ees 9(2) 3.74(5) 


& eee 
, pease pede ey 10.65(6) 4.47305) 
U. 8S. DOLLARS PER BBL, OF 159 LITERS Miami sets 10.65(2) 4. $.473(3) 
Bunker 0 Diesel woee 


9.95-10.1(10) . 3.35 ess 10.5(5) 
9. 4 9.3(2) . coos 2.42 9.7(3) 3. 74(3) 
is 05(6) } 3.20 2.75 10.45(4) 4.34(3) 
sees cose 9.5 os 

9.85-10.1(9) . 3.08-3.23(2) (2. 4-2. 99(5) 10.25-10.5(7) 4344) 
9.75-10(8) ° eee . oes 
10.65(3) ee eee ee 10.65(4) 4.473(4) 
10.05-10.3(8) . ase 10.7(4) cess 

5 3.06-3.21(2) 10.6(4) 4.38 
2.80 10.65(5) 4.473(5) 
‘ 10.55(6) 4.429-4.431(4) 


Tampa 2 
‘oo 
cons \ . es 10.3(2) 4.30(3) 


(In Ships’ Bankers, Diesel Fuel Bunker © Fuel 
er Deep Tank Lets) (P.S. 200) (P.8. 400) 


San Pedro, Calif.. $4.20(5) $1.80(5) 
San Francisco .... 1.86(4) 
Portiand, Ore. .... 2.10(4) 
Seattle, Wash. .... 4. “62(4) 2.10(4) 


a. ae ona 31 
ee Z51¢6) 
1.98 
2.32(6) ve 
Charleston . 2.23(2) . awee 2.20(3) ees 
* 1.98 1.95 os (2)1.95-2.10 3.15 
is Is Your Houston 1.95-2.00 . 1.95(11) 3.49(5) 
2.21(6) . cee 
Miami 2.18 ede 


(2)2.17-2.18(4) 
° sacs 2.15(3) 
2.00 ° owes 2.00 
Market Place! —t re Se eae 
e s . P sepe 1.95(4) 
ca : wheee 
Pp eos eses cecee 
Write today for Advertising 2.43(5) ? 2.25(8) 
Space Rates. 











a f-2.58 
2.23(5) eeoe 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT AUGUST 3 


GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal —— The figure in parentheses after each 
price indicates the number of companiés quoting that price. 

Aviation Gasoline (MIL-F-5572) 
Grade 115/145 .... 19.75 
Grade 100/130 .... . 

Grade 91/96 A No. 2 


Motor Gasoline 
93 Oct. Premium 
12. 75(2)- 12.875—13(2)-13.25(2) 
90 Oct. Premium. 12.25~-12.375-12.5 
87 Oct. Regular .. 
11.75(2)-11.875—12(4)-12.25 
11.25—11.375-11.5-11.75 
11~11.125-11.5 


Kerosine & Light Fuels 


41-43 w.w. Kerosine 
9(2)-9.25-9.5—9.625(3)-9.75(3) 


Diesel & Gas Olis 


43-47 Diesel Index. 
48-52 Diesel Index 
53-57 Diesel Index. 


Heavy Fuels—Cargoes 


No. 5 Fuel, 0-10 p.t. $2.60-2.65 
Bunker ‘‘C’’ Fuel.. $1.85(7)-1.90(2)-2.00 


8.375-8.75(2)—8.875 
8.5-8.875(2)-9-9.125 
8.625—-9(2)-9.25 


83 >. Regular ... 


10.5~-10. 75-11 (2) 


MIDDLE EAST CRUDE PRICES 


(Prices are per bbl. of 42 U. 8. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and "above those shown) 


Persian Gulf 
Company Crude Gravity 
Anglo-Iranian Kuwait 31-31.9 
Anglo-Iranian Iraq 36-36. 
Anglo-Iranian Qatar 9 4 
Gulf Exploration Kuwait 


Port Effective Date 
Mina-al-Ahmadi, Kuwait July 16, 1953 
Fao, Iraq July 16, 1953 
Umm Said, Qatar July 16, 1953 
Mina-al-Ahmadi, Kuwait July 16, 1953 
M.E. Crude Sales Arabian Ras Tanura, Saudi Arabia July 21, 1953 
Socony-Vacuum Arabian J Ras Tanura, Saudi Arabia July 24, 1953 
Socony-Vacuum Iraq . " Fao, Iraq July 24, 1953 
Socony-Vacuum Qatar X Umm Said, Qatar July 24, 1953 


editerranean 
Anglo-Iranian Iraq . i Tripoli, 
M.E. Crude Sales Arabian Sidon, Lebanon July 21, 1953 
Socony-Vacuum Arabian 1 Sidon, Lebanon July 24, 1953 
Socony-Vacuum Iraq : . Tripoli, Lebanon/Banias, Syria July 24, 1953 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp, for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to po availability and company’s —— 
ments; 2c per bbl. differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less 1c per bbl. 


Lebanon/Banias, Syria July 16, 1953 


Price 

Crude FOB 
Bachaquero Las Piedras or Amuay 
Tia Juana Heavy t Amuay 

Lagunillas Heavy ..... . Las Piedras or Amuay Oct. 11, 
Tia Juana Medium .... ' Amuay June 23, 
Amuay June 23, 
Amuay June 23, 
Las Piedras or Amuay June 23, 
Tucupido June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 
Caripito June 23, 
Caripito June 23, 
Capure (Pedernales) June 23, 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, a. ry or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted. 


District 


June 23, 
June 23, 


Quiriquire 
Tembiador . 
Pedernales 20-20.9 


Cc. 
New Orleans, La. (Baton Rouge) 
Houston, 


10.75-11.15 
11.2-11.45(3) |. 
re 85a 
7.858 


Cleveland. 
* Correct on and since June 29; shown incorrectly in previous issues of NPN. 
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Hartford, 
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Rochester 
Syracuse 
Watertown ... 
Baltimore, Md. 
Richmond, Va.. 
Charlotte, N. C. 
Jacksonville, 


SAA DS ANSNAAAS OS: 
US DE OONONNS 


Fe bk fek pk fat tat tat dat ttt 
CH CKHBBAMRSASASAVANIANSR AN AANAANNIAIN 


So SeosoeoeoooOSOSSSSSOS & SEeSeoSoosoo 


ee 
ao 
ao 


Mineral Spirits V.M.&2P. 
T.W. T.Ww. 
Philadelphia,Pa. .... 18.5 20.0 
Pittsburgh 22.0 23.0 


Heavy Fuel Olls—T.W. 
No. 5 No. 6 
Philadelphia,Pa. 
Discounts: 

Kerosine and Nos. 1 & 2 fuels—Seasonal 
discount of 0.75c allowed at Wilmington, Del., 
and Pennsylvania points; 0.5c at all other 
points. 

Notes: 

Kerosine—Thru Penna. & Del., add 2c per 
gal. for t.w. deliveries of less than 25 gals. 
at one time. Camden—Add ic for deliveries of 
100-299 gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stod- 
dard Snivent 

x Effective July 28. 


(N. B. Prices are Continental's 
tankwagon prices, Current selling 
prices may vary from those shown 
because of local 


U 
Twin Falls, 
-» N. 


Santa Fe ...... 
Okla. 


¢¢.¢6 


BEES SASSSrsbans 
BUROKWwNOKNSCOCOwWUCaw 
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wunnosuuccoooosooos 


st 


Phoenix, Ariz, 
Reno, Nev. . 

Portland, Ore. 
Seattle, Wash. 


Boise, Idaho 

Salt Lake, RSS 
Honolulu, T. H. 

Fairbanks, Alaska. 
Juneau 


WONCARWRAASWAH 
SousotnBowsoos 


| 
ct 


8 
a 


San Fran... 
Los Angeles 
Fresno ... 
Phoenix 


— 
Pa 


G0 Aa bo OF Aa mt Oo et mt > GO CO 
and 
wre 


+t Oho tom toi 


Salt Lake 
Honolulu 
Fairbanks 
Juneau 


Taxes: 


Boise—Sc gas tax applies to motor fuel 
only: avgas taxes are 2c federal, 2.5¢ state. 

Salt Lake—Se gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 5c 
state. 

Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5¢ terri- 
torial. Standard Diesel/furnace oi] price is 
ex ic territorial liquid fuels tax, 
prices are ex Hawai gross income tax of 
1% to resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals. ; 
0.5¢ for 200-399 ., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal, delivery: for less than 40 gals. 
add 5.0c gal.; except at Honolulu add 5.0c for 
less than 40 gals, to Marine trade and less 
than 100 gals. to Shoreside trade, Prices for 
Chevron aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 


80/87 quantity delivered A. 2.0¢ for 91/98, 
5.0¢ for 100/130, and 8.0c for 115/145. 


Kerosine—T.T. prices, except at Salt Lake 
City, onpely to deliveries of 400 gals. 
For 


Standard Diesel/Furnace Oil 
il .T. prices are for deliveries of 400 
For other deliveries: 40-199 
ga. 200-399 gals., add 0.5c; less 
than’ 40 gals.. add 5c. 
* Standard No. 2 Burner Oil. 


STANDARD 


Atlantic City, N. J. 
Newark . 
Bajtimore, “Ma. 
Cumberland 
Washington, D. * 


++. 


Charleston, Ww. Va.. 
Fairmont 
Parkersburg 
Wheeling 
Charlotte, 


Salisbury .. 
Charleston, s. c.. 
Columbia 
Spartanburg 

New Orleans, La... 
Baton Rouge 
Alexandria 


: eee COMMDHIWONDEM ND: 


Shreveport 

New Iberia 
Knoxville, Tenn. .. 
Memphis 
Chattanooga 
Nashville 

Little Rock, Ark... 


Came waH wim: : 


Newark, N. J. 
3,600 gals. 
Steel bbls. 
Baltimore, 
3,600 gals. & over... 
Steel bbis. 
Washington, D. C. 
100-499 gals. 
500-3,599 gals. .... 
3,600 gals. & over. 
Steel bbis. 


FUEL OILS—T.W. 


No. 
Atlantic City, N.J. 14. 
Newark 
Baltimore, Md. .. 
Washington, D. C. = 
Norfolk, Va. 
Danville 
Petersburg 
Richmond 
Roanoke 


No.4 No.6 
$3.744 $2.836 
3.79 2.85 
4.05 2.89 


dasaw 


P Broarsownwoane 


Salisbury 


Columbia 
Spartanburg 
Taxes: a, ean aie do not in- 
clude ic state tax. 
Discounts: Summer-fill discount of 0.5¢ al- 
lowed on kerosine and Nos, 1 & 2 fuels, 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add ic for 
100-299 gals. 2c for less than 100 gals. 

No, 6—Washington price is for min, delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 


price is $2.83 per bbl. 
IMPERIAL (Prices are per imperial gal.; te 
arrive at price per U. 8S. gal., 
OIL subtract 1/6th.) 
Esso Gasoline 
(Regular Grade) 
T.W. Taxes 
St. John’s Nfld. .. .8* 
Halifax, N. 8. 22.2 
St. John, N. B. . 
Charlottetown, P. EI. 
Montreal, Que. ° 
Toronto, Ont. 
Hamilton, Ont. 
Winnipeg, Man. ... 
Brandon, Man. 
Regina, Sask. .... 
Saskatoon, Sask... 


Kere- 


eooooooooooo 


Edmonton, Alta. 
Vancouver, B. C.. 24. 

(*) Price ts for Esso Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes. 


Semper A HH RDOds 
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Tank Wagon Prices (Continued) 
SOCONY VACUUM enone 
Mobilgas (Regular Grade) Mobiifuel Ne.4 MNe.@ 
Cons. Dir. Cons. Dir 


Mobdiheat 
. (No, 2 Fuel) Fuel 
TC. T.0. T.W. T.c. Yard .W. T.W. 


& 
~ 


lhe CRO R RA 


SCemoeoouw: ar: 


eee seer 


a ied 
oo: 


weer eeee 


15.2 15.2 
16.1 16.1 
15.9 15.9 


et bt ee 
me 
eeeece 
seeees 


eoee eoee 1 
15.8 15.8 9 

«13.9 13.9 x14. 
16.3 


wees seer 


eet tl ted oki adan 
wWNrepwNerr. Hr. 


BOD cnn nscs cues 
Sesapngert, Conn, .. 


MODE: ~uawo: m- 


Cee edetiad 
= 


16.8 
16.3 
16.3 
17.7 
16.5 


ESesheeoce- 
: we: HACC A MR wOe- =a. 


: WeORe- 
_—ee ee 
_—e bO 
_-"@ “a 

+ eee 
Te nt: 


Manchester 
Portsmouth 
Providence, R. I. .. 
Burlington, Vt. ..... 


Tt 
Cease ®untawao: RacrBUooe 


& ° 
SrnonanKororsee- 


eee 17. 
N.Y. 
Mineral Spirits ............. : 18.0 19.0 


ber a eR: 5.0.0 00 haps ted Gh ws o's 6% 21.5 19.5 22.5 23.5 20.5 

Taxes: N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 

Discounts: Mobil Kerosine & Mobilheat—New York City & Mt. Vernon prices subject to 0.5c discount, except on tank wagon discount is applicable 
only to deliveries of 300 gals. or more; all prices (tank car, yard & tank wagon) at all other points subject to 0.5c discount. 
Mobilfuel Diesel—New York City (Kings & Richmond) tank car prices subject to 0.5c discount; New York City & Mt. Vernon tank wagon prices 
subject to 0.5c discount on deliveries of 800 gals. or more; tank car and tank wagon prices at all other points subject to 0.5¢ discount and tank 
wagon prices subject to additional 0.5¢ discount on deliveries of 800 gals. or more. 

Notes: Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 

x Effective July 28 noon. 


OHIO STANDARD 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) 
Sehie Sohio Con- 


Avia. Avia. sumer 
91 100 T.W. 
24.75 


sit 
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- 
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16.5 
16.5 
16.5 
16.5 
16.5 
16.5 
16.5 
16.5 
16.5 
16.5 
1 


bs 
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Cincinnati 
Cleveland 
Columbus 


.- 


seessasaaasaa 
SSSSSSSSSesss 


Mansfield 
Marion 
Portsmouth 
Toledo 6. 
Youngstown 16.5 
Zanesville . 16.5 21 . R d ° 14.7 14.7 
Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption 
A-10 to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more. 50 to 99 gals. add 1c per gal., 1-49 gals. add 2c per gal. 
Naphthas & Solvents— T.W. and drum prices are for deliveries of 500 gals. or more, For other deliveries: 150-499 gals., add 2c; less than 150 


gals., add 5c. 
Renown (third grade) gasoline prices are same as X-Tane unless otherwise noted. 8.8. prices are at company-operated stations. 
INDIANA STANDARD 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 4 
Red Crown Stanolex Fu 
(Reg. Grade) Gaso- Kero- 100- 100- $ 
Cons. Dir. 174 9998 
T.W. gals. 
16.3 cote 
17.5° 
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Covington, Ky. 
Lexington 
Louisville 

Paducah 

Jackson, 
Vicksburg ee 
Birmingham, Ala . 
Mobile 
Montgomery 
Atlanta, Ga. 
Augusta 

Macon 


16.8 

a 16.3° 

Des Moines, Ia. .. ° 15.9 
St. Louis, Mo. ... « 15.7 
Wichita, Kans, e 15.0 
Omaha, Nebr. .. ° 16.0 
Fargo, N. D. .... i 14.9 
Huron, 8. D. .... ‘ 17.1 
Milwaukee, Wisc.. ‘ 17.3 


Fuel Olls—T.W.—Chicago, 
Standard 
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Dallas, Tex. .... 
a.” a” »'be wer 
Wichita Falls ... 
Amarillo « 
Tyler 
El Paso .......-. 
2-T4D GRUB. .occccoes ‘ ‘ val Angelo pen 
750 gals. & over .... ; - i SON ae eee 
Austin 
Taxes: St. Louis, Mo., gasoline tax includ: ye ge tees 
eity tax. Des Moines, Ia., kerosine and furnac P 4 ‘aan = Ate 7 
oil prices do not include 4c state tax. Sta’ se poled 


sales, occupation, consumer & use taxes to Notes: Dealer t.w. prices apply also to al Consumer t.w. prices are same as net dealer 
added where applicable classes of consumers with minimum delivery 
***Temporary”’ price. of 50 gals. 
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Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, le 
county; Montgomery, ic city & lc county; Pen- 

le city. Other taxes not included is 
prices: rgia, kerosine, ic; Montg 7, ker- 
osine ic; Missiesippi, kerosine 0.5c. 


Notes: 
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DISPLAYED: Advertisements set in special type or with border— 
$13.50 per column inch. 
UNDISPLAYED: “For Sale“, “Wanted to Buy”, “Help Wanted”, 
usiness rtunities,"’ Miscellaneous 
tions set in type this size without border—0 cents a word. Minimum 
charge $7.50 per insertion. 


CLASSIFIED 





“Positions Wanted’’—15 cents a word. Minimum charge $2 per insertion. 
Box number wy = & 2 words. Copy must reach us by Wednesday 
preceding date of issue. 

All classified advertisements are payable in advance. 

No agency commission or cash discounts on classified advertisements. 





For Sale 


1—4000 GALLON, 1 COMPARTMENT, steam FOR SALE: 1949 HEIL 
partment trailer. 1100 x 20 tires. Manifolded 
curb side compt. for station deliveries. Like 
new condition. $3,875.00. Economy Oil 
Co., Bedford, Penn. Ph. 245. 


coils, single axle heavy oil trailer, $1,450.00. 
Bruce E. Hackett Company, 621 West 58th 
St. Highland 1385, Kansas City, Mo. 


FOR SALE: 4-15,000 GALLON 5/16 STORAGE 
tanks, 11’ x 19’ dished heads valves fittings 
for tanks, like new, real buy, Cash $750.00. 


Write, wire or call Santiago, 1400 Linwood Farrells, Tandems, 


5600 gallon, 3-com- 


FOR SALE: 3—5000 GALLON, 2-compartment 


Position Open 


LARGE MIDDLE WESTERN Independent in- 
tegrated oil company has excellent opening 
for experienced salesman familiar with han- 
dling retail and wholesale jobber gasoline ac- 
counts. Requires limited traveling, Advise age, 
education, experience, and salary expected. 
Only experienced applicants need apply. Box 
810. 


good clean units 


1950, Several Single axles also. Bruce E. Position Wanted 
Bivd., Apt. 606, Kansas City, Mo., Linwood ackett Co., 621 West 58th Street, Kansas ? 
8100. City, Mo. SALESMAN EAGER TO WORK for Oil. Com- 


FOR SALE: NEW DEMONSTRATOR FOR 


SALE. 6300 gallon, 3-compartment tandem. FOR SALE: TWO BOWSER FIG. 445-350K- 

3 inch meters, including ticket printers. One 

Fig. 729-3 inch air release. 
This equipment is in good Mr. White, 91 Mohawk Drive, Springfield, 

condition, used less than two years. Will sell Mass. 

at one-half price, a total of $600.00. Abshire 

Oil Co., Inc., 123 South Main Street, Goshen, 


No tires. Net $4,700.00. New insulated tank. 
4000 gallon tandem, with burner. New insulat- 
ed tank. 5000 gallon tandem with coils. Prices 
on request. Trailer Company of Lancaster, 
Lancaster, Penn. 


inch strainers. 


FOR SALE: 3800 GALLON DAVIS TRAILER. Indiana. 


5-compartment, 2-inch meter with ‘'46-Intl. 
K-11 tractor, good condition, $3,600.00. 2100 
gallon '41 GMC COE tandem axle, new engine, 
new rubber pump, excellent condition $2,500.00. 
Grams Oi] Company, Inc., Virginia, Minnesota. 


FOR SALE: 1950 BUTLER 5500 GALLON, 
3-compartment, almost new, $5,000.00, Butler 000.00. 
Twin 4050 gallon, 3-compartment, recondi- 


tioned and painted, $1,250.00. Butler Manu- ment and truck. 


FOR SALE: COMPLETE SALES AND SERV- 
ICE business in Casper, 
gas and oil equipment for service stations. 
Lines handled are Worthington, Roper McDon- 
ald, Buckeye. Last years volume was $100,- 
000.00 net earnings $10,000.00. Price is $19,- 
Included is $7,500.00 inventory, a 
$6,800.00 building and excellent service equip- 
$10,000.00 down, payment 


pany or Distributor. Has seven years sales 
experience, 4% of which has been with major 
Oil Company. Experience in service station 
management, selling gas, oil, TBA, anti- 


Two Fig. K30-3 freeze and real estate. Willing to relocate. 


Wanted to Buy 


WANTED, USED 3” or 4” pumps, meters, 
valves and joading rack equipment. Hawkeye 
Ol Co., Inc., 572 10th St. 8. W., Cedar Rapids, 
Wyoming featuring Iowa. 


For Sale or Lease 
4 BRAND NEW 4000 gallon Tandem casing 
head units. Long term lease or sale with 
small down payment. Legal in ASSHO state. 
Bruce E. Hackett Co., 621 W. 58th St., Kansas 
City, Mo. 


Wanted To Buy or Lease 


GOING BUSINESS: INDEPENDENT retail 





facturing Company, 7400 East 13th Street, will handle. Owner is ill. Sims Agency, 138 
City 26, Missouri. Phone BEnton 7400, South Center Street, Casper, Wyoming. Phone 
extension 320. 3-8534. 
WE TRADE WE FINANCE 


Single ~_ units 





621 West 58 St. 





Write, wire, call, Hiland 1385, Every unit worth the money. We 
can arrange delivery, see us for your needs. 


BRUCE E. HACKETT COMPANY 
Kansas City, Mo. 50 Church St. New York 7, N. 
Phone: COrtlandt 7-8090 


chain or station, anywhere in Southeast. Give 
full particulars, please. Confidential. Box 803. 


LATE MODEL TANK TRAILERS Bere eset Pe eee reser 
stations in the South, Prefer large traffic 


with big frontage. Centra! locations with less 
traffic in towns of 5,000 to 15,000 will be con- 
sidered. Write all particulars to Box 809 





2—3000 to 3500 gol. & 3, Cpt. Mesers, lines, olf & water . $550.00 

1—3500 gal. 7 Cpt avis, 3, . Bucket Box, Unsl. _ $1350.00 For Sale 

1—3750 gal os aha Std. Steel. 3” _ “Val. Uns! boxes . $1350.00 

ef Rk A ee 8 

6—4000 fo 4250 gal. 3 & 4 Cpt. Butler, SSW, Freuhauf, 3° $650.00 to $1750.00 prone spetpy pit ogg 

axi ailroad Tan ar Tanks 

3—4000 te 5000 gal PT mo eae 6,500 to 12,000-Gal. Cap. 
. ° . utes, Seen. coils or - " 

<cnke fire tubes, 4500 Sel. sowty tnostated | 00 to $3850.00 Coiled and Non-Coiled 

158000 Gal. Frevkout, SSW. Frosier, Butlers’ 2 to's © 5 cpt. $1750.00 30 $2950.00 Cleaned—Painted—Tested 

2—5300 gal. Columbian, Freshosf, 3 te 5 Se? wane .00 to $2950.00 Heavier—Safer—Cheaper 

6—5600 to 5800, gal. SSW, Freuhaut,. Trailmobile . $2450.00 to $3250.00 

2—6500 Std. . 4 cpt. DBH, 3" lines, Reyco tandems $2950.00 Other Tanks Too 

4—8000 fo 8400 gal. Trains, SSW, butter, Freuhauf, incl Dollies $2950.00 


Also—Complete Tank Cars 
8,000 and 10,000 Gal. Cap. 


Your Inquiries Solicited 


taal Railway Equipment Corp. 

















Oil Price Index Declines 


Decrease in price index for kerosine and distillate fuels 
dropped Bureau of Labor Statistics’ over-all price index 
0.3c for week ended July 28. Complete index, based on 
Platt’s Oilgram quotations, is shown below for weeks 
ended on dates indicated (1947-49 equals 100): 


Change 
duly 21 to 
duly 28 3 21 duly 29 July 28 
1953 1952 1953 
Crude and products ..... 116.4 ina > lg 109.0 —0.3 
eae rr ee 121.1 121. 109.0 eawe 
Refined tepupecunag® TP 115.6 116. oc) 109.1 —0.3 
Gasoline ...... déecees BRS 125.2 115.0 Le a 
ROO TiN ew cdocekot 112.4 115.4 112.9 —2.6 
Distillate ee eee 117.5 119.3 111.1 —1.5 
Residual fuels .......... 91.6 91.6 86.6 ee 
Lubricating oils ......... 85.8 85.8(*) 98.5 
Natural gasoline ........ 79.5 79.5 


(*) BLS revision. 


Isobutane Supply Eases at Gulf Coast 


During past few weeks supplies of isobutane have 
been easing, and product—long in tight supply—now can 
be obtained in spot tank car lots at Gulf Coast plants, 
according to trade reports July 29. Quotations for iso- 
butane generally range from 6 to 6.5c, spot loading, but 
trade sources say that new buyers still are unable to 
secure supply arrangements for periods of several months 
or longer. 


Other LP-gas products are quiet, although some reports 
are that spot propane has been sold “below 2.5c,” Group 
3 basis, a new low for “dump” material this season. 

In West Texas, sales of butane-propane mix reportedly 
have tapered off following heavy rains in that area. 

Group 3 prices for LP-gases to contract customers are 
reported unchanged at 3.5c for propane and 3.75c for 
butane-propane mix and butane. 
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STATISTICS 





Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities*** 
JULY 1, 1953 

Indicated Gasoline Tax Service 


Midwestern Lubricating Oils 


(Compiled by Western Petroleum Refiners Assn. from figures of 12 
reporting companies, figures in bbis, of 42 gals.) 


MAY, 1953 


Total Solvent Total Solvent Paraf- 
Bright Bright Viscous Viscous fin 
Stock Stock Neutrals Neutrals Oils 
. 243,088 224,041 559,742 478,357 119,990 
Shipments: 


Domestic - 235,716 212,611 496,417 422,116 107,445 18,116 612,107 
Export 17,530 8,301 5,434 6,898 1,389 664 16,444 
TOTAL ... 253,246 220,912 501,851 429,014 108,834 18,780 628,551 
Inventory 
May 31 .... 455,491 379,183 699,682 565,850 111,238 
Days Supply .. 44 47 42 39 


Steam 

Re 

fined Blended 
Steck Oils 
17,965 599,203 


. Be Station 
gobenh taatd (Ine. Tax) 
29. 

28. 
28 
29 
29 
27.9 
25 
29. 
29. 
26.3 
27.8 
29 
29.! 
28.8 
31 
29 
31. 


City Margin? 
Average United States .. 
Portiand, Me. 
Manchester, N. H. 
Burlington, Vt. 
Boston, Mass. 
Providence, R. I. 
Hartford, Conn. 
Se a Serre 
New York, N. Y. ...... 
Newark, N. J. .... 
Philadelphia, Pa. 
Dover, Del, 
Baltimore, Md. ........ 
Washington, D. C. ...... 
Charleston, W. Va. 
Norfolk, Va. 
Charlotte, N. C. 16.50 
Charleston, 8. C. 15.40 
Atlanta, Ga. .......... 16.90 
Jacksonville, Fila. ee 
Birmingham, Ala. 16.70 
Vicksburg, Miss. 16.30 
Memphis, Tenn. 15.80 
Lexington, Ky. 17.70 
Youngstown, Ohio 16.50 
South Bend, Ind. 17.50 
Chicago, Ill. 16.30 
Detroit, Mich. 16.80 
Milwaukee, Wisc. ...... 17.30 
Twin Cities, Minn. ...... 16.30 
Fargo, N. D. 14.90 
Huron, 8. D. 17.10 
ecesee Sas208 Omaha, Neb. .......... 16.00 
- Bright stock 323,234 149,554 Des Moines, lowa ...... 15.90 
. Viscous neutral, below 180 vis. St. Louis, Mo. 15.70 
but not below 142 vis. @ 100 63,172 142,316 70,889 152,331 Wichita, Kans. 15.00 
. Viseous neutral, 180 vis. @ Tulsa, Okla. 14.90 
100 and above oaghhed Little Rock, Ark. 16.70 
New Orléans, La. 15.10 
Houston, Tex. ......... 15.00 
Albuquerque, N. M. .... 17.00 
Denver, Colo, sfvee BE80 
Casper, Wyo. 16.70 
Butte, Mont, 19.20 
Boise, Idaho ... 18.60 
Salt Lake wae Utah 16.90 
Reno, Nev. .. 18.60 
Phoenix, Ariz. 18.60 
San Francisco, 16.10 
Portiand, Ore. 16.60 
Spokane, Wash. 19.30 


= 
~ 


Production 


23 


16.40 
16.30 
16.90 
16.20 
15.90 
16.10 
16.10 
15.80 
16.30 
16.90 
15.50 


29,788 514,250 


POMHAAAAIGA 
ZZS8E 
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MAY, 1952 


NOTE: Report for May 1952 was not compiled because some of the 
reporting companies were shutdown by strikes. 


30.50 
+O 
30 
90 
90 

2.00 
10 
90 
9.01 
9.23 
29.40 


Pennsylvania Lubricating Oils at Refineries 


(Compiled by National Petroleum Assn. from reports of companies re- 
fining Pennsylvania Grade crude oll. Figures in bbls. of 42 U. 8. gals.) 


Total In- Total In- 
Pro- v Pro- ventory 
duction May 3i, duction Apr. 30., 
May, 1953 1953 Apr., 1953 1953 
. Raw Long residuum ... 
. 600 steam refined stock 
. Other steam refined stock 
. Finished dewaxed long 
residuum 


151,210 
139,754 


163,632 
150,876 


205,217 
33,111 24,982 


140,996 305,995 113,896 285,596 


Net Stocks of Pennsylvania Crude Oil 
(Compiled by National Petroleum Assn. Figures in bbis.) 
May 31, 

1953 


May 31, 
1952 
465,565 
1,636,647 
2,102,212 


April 30, 
1953 


SRAVAAAAA, PAMIMS AAS ARIAAATASISSRAMAAISMAITATSANMOHKUNO RBH 
SSSSSSSSSE: SSSSSSSSSSSSSERSSSSSSSSSSSSSSSSSSSSSSESEST 


DHAHIIIO DHOOM OSOPHSAMRADANAAHSARHOOSOOCOHSOoOS 
pat tm . 


At refineries ... 
Pipe Line and tank farm 
Total eee 


372,212 
1,797,186 
2,169,398 


358,339 
1,752,957 sien 
2,111,296 * Includes city tax of le per gal 

** Includes city tax of 0.5c per gal. 

*** API figures as reported by The Texas Co. 

+ Editor’s Note: Where there are price wars these indicated margins 
do not necessarily show what the dealer is actually realizing per gallon 
of gasoline sold. Special allowances temporarily are being granted to 

i i some dealers hit by the subnormal retail prices. 
pemmeyorgnin on Other than Lubes ot Refineries t Applies to deliveries of 400 gals. and over. 
(Compiled by Nati I Petrol Assn. from report of all region 

refiners, Figures in bbis.) 
. May 31, April 30, 
1953 1953 


. Naphthas & Gasoline 
(1) Straight run, unblended and/or unleaded, 
for sale as motor fuel 
(2) Naphtha and gasoline, for sale for blending 
or further refining or held at refinery for 
further distillation, reforming, blending or 
leading 
(3) Below 65 octane, not 
(2) above .... pevsntsddthabudtesoes 
(4) 65 octane and “above 
. Salable naphthas other than motor fuel mate- 
rial (does not include refinery process naphthas) 
Kerosine 
36/40 gas oil 
Fuel Oil 





Production of Natural Gasoline 
(Bureau of Mines figures in bbis., 000 omitted) 


East Coast .. 
W. New York 
W,_ Pennsylvania 
West Virginia 
Illinois 
Kansas 
Kentucky 
Michigan 

Ohio 
Oklahoma 
Arkansas 


206,293 209,033 


included in (1) 

410,195 283,263 
11,754 
56,453 
75,506 
48.598 


11,084 
37,972 
66,425 
34,361 


(include furnace oil) 
(not reported above) 


Non viscous neutral 
Wax distillate 
Crude petroleum 


. Oils held as cracking gees charging stocks. - 


Louisiana: , 
2a 
Inland 


SO PIS Ae 


Wax (ibs.) Mississippi 
New Mexico 
Texas: 
Pa 
West Texas 
East Texas 
Panhandle 
Other 
Colorado 
Montana 
Nebraska 
Utah 
Wyoming 
California 


District 5 Demand 


(California, Oregon, Washington, Arizona and Nevada) 
(Bureau of Mines Figures in thousands of bbls. daily) 


May, April, 

1953 1953 
Gasoline & Naphtha................... 451 465 
Liquefied Petroleum Gases ............ 26 28 
Kerosine & Kerosine Distillates . oe be’ 5 8 
Lubricating Oils & Distillates 18 16 
Stove Oil & Diesel Oj! ... 132 163 
Fuel Oil Pen Fae ‘ 364 391 
Asphalt & Road oil s¥s0b 2% oc : a4 28 


*223 


2,585 


19,733 


Total > ome’ +> se 
Average ...... as esos 637 


Daily 
* Colorado and Utah gasoline products 
** Michigan included with Illinois 

+ Nebraska included with Kansas. 


included with Wyoming 
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SELLING THESE TIRES through a budget program was objective of Marquis-Hinish 


What Makes a Budget Plan Work? 


@ Missionary Work With the Dealers 


@ Answers to Their Credit Questions 


@ Knowledge of Local Tire Prices 


@ Budget Terms to Meet Competition 


By FRANK C. STURTEVANT 
TBA Editor 


All of these things were considered 
by a consignee partnership that has 
just started a TBA budget plan. 

George Marquis and James E. Hin- 
ish, who operate Marquis-Hinish in 
New Castle, Pa., launched their pro- 
gram by bringing in a Goodyear bud- 
get specialist to outline the plan for 
the dealers. 


Six Marquis-Hinish dealers are 
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taking part in the program, and 
their names appear in newspaper ads 
promoting tire sales on time pay- 
ments. 

Financing is generally thought to 
be a big obstacle to the popularity 
of budget selling at service stations. 
But a curious inconsistency in this 
theory has appeared among Marquis- 
Hinish dealers. 

On the installment sales they have 
made so far, the dealers have pre- 
ferred to carry financing themselves 
and collect all of the 10% carrying 


charge. On only a few deals have they 
asked Marquis-Hinish to buy the pa- 
per, thus giving up half the carry- 
ing charge. 

In the opinion of Jim Hinish, part- 
ner who handles most of the dealer 
liaison, financing is still a mental ob- 
stacle. So, at every turn he reminds 
his dealers that they don’t have to 
worry about financing—he stands 
ready to take over their budget con- 
tracts and give them their money 
at any time. 

He mentioned this recently to Bill 
Reese, at the Rich & Reese station, 
a 14,000-gal.-monthly outlet, even 
though Mr. Reese seemed uncon- 
cerned about carrying a recent $168 
budget sale for three months. Mr. 
Hinish doesn’t want dealers to hold 
back on budget selling because of 
financing worries. 

Broad Market—That $168 sale also 
illustrates how budget business comes 
from all classes of people. Dealer Biull 
Reese suggested new tires for the 
Cadillac driven by one of the town’s 
leading doctors, generally considered 
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TBA BUDGET PLAN—George Marquis, above, and James LEARN THE ROPES—Dealer Bill Davies familiarizes himself 

Hinish, consignee partners in New Castle, Pa., launched it with the installment buying plan at his station. He had never 

recently with six of their service station dealers. They brought taken part in a TBA budget plan until Marquis-Hinish set it 
in a budget specialist to help the dealers . . . up. Now he’s selling and. . . 


MAKING IT PAY—Dealer Davies winds up a budget sale USED TIRE RESALES—McKelvey Porter looks over trade-in 


by explaining the terms to a customer. Financing, thought 
to be the biggest dealer obstacle, didn’t hold sales back be- 
cause dealers made extra profit on. . . 


tires for recapping. Budget plan brings in tires which can be 

recapped with snow treads and turned into added profits 
for the dealer this winter 

AUGUST 5, 1953 
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TIRES-BATTERIES-ACCESSORIES 





ore (esa) 


BUDGET DEPT. CREDIT APPLICATION 





CREDIT REFERENCES 





Tier awed Uinet named 


(= 00.4 neee) HOW 
LONG: 





CAR REGIS. IN 
N or 





now 
LONG: 





LICENSE NO 





BALANCE OWING S 














SIZE & MAKE 
PRICE 





ACQUIRED ON 
CREM) Memo! 
INVOICE ‘ 


B 2377 





SIZE & MAKE 














BUDGET FORMS are simplified for easy handling. Left is customer's payment card 
and credit application is in top of picture. Used tire price tag puts all the informa 
tion before the prospective tire buyer 


also as one of its more prosperous 
citizens. The doctor said he would 
buy a set of 8.00 x 15 nylons if he 
could pay for them in three monthly 
installments. So dealer Reese signed 
him up on his new budget plan, and 
is still shaking his head over it. 

An example of how dealers feel 
their way in the installment field is 
the record of dealer McKelvey Porter 
in nearby Mahoningtown. He has 
made only two budget sales so far, 
even though he is running a 16,000- 
gal.-a-month station and has a chance 
to inspect 300 cars a month as a re- 
sult of his aggressive lubrication pro- 
gram. On both of his budget sales 
he telephoned Marquis-Hinish for 
credit approval. 

On the other hand dealer Bill 
Davies, of the Davies & Ponian sta- 
tion, doesn’t think he needs any help 
on either credit or financing. He him- 
self is a member of the local credit 
exchange. So far he has discounted 
none of the half dozen budget sales 
now on the books. 

But. budget selling still represents 
a new field in which he must learn 
as he goes. In his 27 years in the 
service station business no one had 
ever before offered him a budget 
plan. 


Showing Them How-—Some idea of 
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the missionary work needed can be 
gained from a visit to the J. M. Pyle 
Station at the top of a hill outside 
New Castle. Here a 70-year old dealer 
runs @ one-man layout in an old 
frame building. 

No one remembers when the sta- 
tion was built. Apparently it was 
placed at the top of the grade in 
the days when a lot of cars had to 
stop for water after every hill climb. 

But Jim Pyle is starting a budget 
business in his 6,000-gal.-a-month sta- 
tion. It is all so new to him that Jim 
Hinish had to come around to point 
out the illegibility of the carbon cop- 
ies of his budget contracts. 

Only he didn’t use those terms. 
“Bear down harder, Jim, or we can’t 
read the carbons,” he said. 

Like the other dealers, Jim Pyle 
started off carrying his own install- 
ment accounts. One day a customer 
who wanted a set of tires for his 
1947 Chevrolet didn’t seem like a 
good credit risk. Since he is a steady 
gasoline customer, who drives his 
car back and forth every day to his 
job in a Youngstown steel mill, 
dealer Pyle decided to turn the sale 
over to Marquis-Hinish. The credit 
was approved and the sale completed 
without a hitch. 


On a pair of tires, these are the 


figures he had filled in on the con- 
tract: 








Sale price $26.10 
Less down payment 3.00 
Balance due 23.10 
Carrying charges 2.30 

$25.40 


Weekly payments, $1.25 per week, for 
20 weeks. 

But Mr. Pyle is inclined to give 
credit to customers he knows and 
trusts. He told of a recent sale of 
a single tire to an old customer who 
agreed to pay for it in three weekly 
installments. No down payment, and 
no written agreement. But the sale 
amounted to $22 and it was not a 
cut-price deal. This would show deal- 
ers are more interested in collecting 
that extra 10% handling charge for 
themselves, and that many dealers 
don’t need financing. 


Helps Profit—One reason for re- 
garding the 10% handling charge as 
extra profit may be that right now 
dealers are acutely conscious of the 
short margin on tires. These are the 
days of the holiday price-cutting 
campaigns with widespread advertis- 
ing of low tire prices. The practice is 
to advertise a specific tire size, usu- 
ally the 6.00-16 or 6.70-15, at a spe- 
cific price. 

The small station operator is lucky 
if he can clear $1.50 on tires sold at 
cut prices. Dealer Pyle said he meets 
these prices only because they are 
advertised, and only on the specific 
sizes mentioned. On other tires he 
tries for as near to the full price as 
he can get. 

On the matter of retail tire profit, 
Mr. Marquis and Mr. Hinish are well 
aware of the dealer attitude. Their 
budget program was launched just 
before Memorial Day, when summer 
price cuts were first advertised. At 
the very start they urged dealers to 
look to their tire trade-ins for their 
ultimate profit. 


Retread Value—‘Dealers all grum- 
ble about the $1.50 profit, but I will 
show them next fall where they have 
made $5 or $6 profit,” says Jim Hin- 
ish. He tells them to sell their used 
tires where they can, but at the same 
time to accumulate a good stock of 
casings for retreading. 

His dealers are going along with 
this plan. Each station has a pile of 
used tires that is growing a little 
taller every week. There was a good 
demand for mud-snow treads last 
winter, even though the weather was 
comparatively mild. By October deal- 
ers should be able to cash in. 

Meanwhile they are learning about 
tire selling. As Jim Hinish observes, 
there are thousands of small stations 
like Jim Pyle’s. If each one picked 
up the tire business just from his 
regular gasoline customers, the oil 
industry would soon be doing 70% 
of the tire replacement volume. 
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=MOHAWK> 
Pressure line a 


really seLts / ‘ 


the 


These three great MOHAWKS fill every customer need 
in the low pressure field . .. They are backed by a 
written double warranty that makes them easier to sell 

. Mohawk low pressure models are only a part 
of the complete quality line that has been profitably 
sold since 1913 by independent dealers exclusively. 


MOHAWK FRANCHISES AVAILABLE IN SOME TERRITORIES 


—Write now for information 


THE MOHAWK RUBBER COMPANY 


PLANTS: Akron, Ohio * Littleton, Colorado 





| MOHAWK 





t wees 
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EXPORT DEPARTMENT : 1819 Broadway, New York 23, N. ¥. 
Cable “Mohawk” New York 


SUPER CHIEF 


TP CHIEF 


AIR FLO CHIEF 
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TBA TOPICS 


Budget Sales to Credit Card Holders 
Seen as Step Toward Change in Policy 


By Frank C. Sturtevant, TBA Editor 


Could it be 

that the oil in- 

dustry is backing into TBA budget 
selling by way of its credit cards? 


Within the space of a year we have 
seen at least three U.S. oil companies 
(there may be more) lengthen out 
the terms on TBA sales to credit 
card holders. 


Even in Canada where budget sell- 
ing has never been popular, one of 
the oil companies has coupled the in- 
troduction of a new style credit card 
with more emphasis on TBA install- 
ment sales to credit card customers. 
Canadian oil companies have general- 
ly offered four-month terms on in- 
stallment sales, as compared to three- 
month terms prevailing in the U. 8. 

Now three oil companies, Tide Wa- 
ter, Esso Standard and American Oil, 
are offering six-month budget terms, 
in place of three months. A definite 
effort is being made by each of 
these companies to encourage dealers 
to use the longer terms as a lever 
to build a larger TBA volume with 
present gasoline customers. 


Out on the West Coast where 
everybody does it, Tide Water urges 
its dealers to sign up new credit 
card customers. It may be a ques- 
tion there whether the new 6-month 
installment terms are used as an in- 
ducement to get the customer to 
apply for a credit card; or whether 
the 6-month terms are primarily an 
attempt to get more TBA business, 
by using the established credit card 
routine as a handy device for getting 
credit approval. 

Outside the Pacific Coast area, oil 
companies both in the U. S. and Can- 
ada have never indulged in any 
wide open promotion of credit cards, 
at least in postwar years. Thus, de- 
spite the fact that several million car 
owners have oil company credit 
cards, they still represent but a minor 
percentage of the total car owner 
market. Because of this fact, and 
also because very little has been 
done to remind them of their budget 
privilege, oil company TBA budget 
business has been very smal] indeed. 
This has been true both for the 30- 
60-90-day plans of U. S. companies, 
or the 30-60-90-120-day plans of the 
Canadian companies. 

For lack of a live-wire installment 
plan, the oil industry has been miss- 
ing a lot of TBA business it might 
have had. Now it appears that some- 
thing is being done about it, even 
though the present effort apparently 


is aimed at only a part of the whole 
TBA budget field. Perhaps it is not 
expected that longer terms alone will 
produce any startling jump in TBA 
sales. 


* * * 


No doubt what is happening behind 
the scenes is that the sales depart- 
ments of these oil companies are only 
partially convinced that dealers are 
interested in TBA budget selling. Per- 
haps the 6-months plans are a com- 
promise between what the TBA de- 
partments would like to do, and what 
management is willing to authorize 
at present. 


Perhaps it is hoped that these ten- 
tative steps toward more installment 
TBA selling will give a little boost 
to TBA volume, will prove that deal- 
ers are interested, and will point to 
the need for a more ambitious TBA 
budget plan for the future. Of course, 
incidentally, it will also quiet any 
fears about the credit and account- 
ing department's ability to cope with 
any problems growing out of longer 
terms. 


There are signs of a desire by 
other oil companies to tie budget 
selling to the present credit card set- 
up. The availability of the install- 
ment plan is being mentioned more 
often in the mail promotion material 
sent out to credit card accounts. In- 
stallment terms, as a means of selling 
more tires, is more frequently men- 
tioned in promotion directed to deal- 
ers. 


. * + 


These are all steps in the right 
direction. It is to be hoped that 
some day the oil marketers both in 
Canada and the United States will 
concede that a budget plan is the 
easiest way to get the tire and bat- 
tery business from those gasoline 
customers who never have that much 
cash in their pockets. 


For service station operators par- 
ticularly, offering a set of tires or 
a battery on a low down payment 
and easy terms is ideal. The money 
which must change hands on thé spot 
comes closer to the amount car own- 
ers habitually spend on a visit to a 
service station. That factor alone 
cuts down most of the sales resist- 
ance. 


The average man does not usually 
have as much as $50 in cash in his 
pocket; the life of the average pay- 
check is but 24 hours; the car-own- 





ing public numbers more people who 
are accustomed to installment pay- 
ments than those who are in the 
habit of paying cash or using an 
open charge account. This is the 
economic climate in which oil com- 
panies must compete for TBA busi- 
ness. 

If the facts seem to argue a pre- 
carious financial] status for large 
numbers of people, it should be re- 
membered that on the whole they are 
dependable citizens who maintain a 
reasonably good standard of living. 
There are few crooks among them. 
Few of them need or want to buy 
gasoline on 30-day, open account 
credit, so they are not logical candi- 
dates for a credit card. But they 
are acceptable credit risks in the 
time payment business. 


The TBA budget plan not only 
opens up this big market to the serv- 
ice station operator; it is also a 
means by which the dealer can coun- 
ter the cut-price advertising of tires 
and batteries by his big competitors. 
On tires especially he is in no posi- 
tion to compete on price. His dis- 
count bracket does not permit him to 
cut to the level of the big tire dealer 
without giving away all but a token 
profit. 

By offering time payments, how- 
ever, the service station man can get 
away from price resistance. It is the 
easiest way for him to aim at some- 
thing nearer to full price. Because 
the plan has a real profit incentive 
for the dealer it is also the easiest 
way for the oil company to put tires 
on the cars of more of its gasoline 
customers. 


Guide to TBA Meeting 


Suggestions for those attending 
the Oil Industry TBA Group meet- 
ings for the first time have been 
made by John K. Howe, natioral 
chairman, preparatory to the 1953 
conference Dec. 7-8 in St. Louis. 


Mr. Howe, TBA manager of the 
Skelly Oil Co., urges that room reser- 
vations be made as early as possible, 
and that delegates register with the 
TBA attendance committee upon ar- 
rival and wear their identification 
badges at all times. 


Only top management and field 
supervisory personnel should attend. 
Literature, product, or signs should 
not be displayed. No special an- 
nouncements should be made, and 
elaborate individual or company en- 
tertaining is discouraged. 


Conference suites or small rooms 
can be had for individual conferences 
and the General Assembly will be 
shortened to make more time for 
them. They should be planned be- 
tween 3 and 5:30 p.m. and confer- 
ence dates and times should be 
planned early so schedules can be 
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made. Hospitality hours should start 
after 5:30 p.m., and conferences will 
be closed during the General As- 
sembly meeting and luncheon periods. 


STRII MARY 


= tg te 


Sturdy Tire Rack 


Equipment Manufacturing, Inc., of 
Detroit has developed welded tubular- 
steel tire rack for a minimum stor- 
age area. Sturdy end plates sim- 
plify bolting and assembling through 
holes in the vertical posts. Hori- 
zontal struts can be raised or low- 
ered to handle tires of varying sizes. 
Set at 45 degrees, they provide a 
flat supporting surface which doesn’t 
depress tire surfaces. Racks are 
available for large or small tires. 


New Prestone Products 


Four new “Prestone” products put 
on the market by National Carbon Co. 
include a cooling system cleaner, a 
leak stop and antirust lubricant and 
a gas line antifreeze. 


Nine-Rib Tire 


More traction and less sliding is 
promised with Pennsylvania Rubber 
Co.’s first premium tire called the 
“Patrician.” Its straight-line, nine- 
rib tread is said to give easier steer- 
ing and a softer, quieter ride. Thin 
braking channels running horizontal- 
ly across the ribs are said to pro- 
vide greater stopping power without 
mushing, Bead tie-in construction in- 
creases the sidewall flex-line a full 
35% as extra blow-out protection. 
A built-in buffer-bar prevents curb 
scuffing of the white sidewall. It 
was first introduced in a magazine 
ad last May. Other ads are planned 
for July and August. The company 
also is providing dealers with news- 
paper mats, radio spot announce- 
ments and direct mail advertising ma- 
terial. 
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Turn Signals Required 


Ten more states have enacted laws 
requiring new motor vehicles to be 
equipped with turn signal devices. 
They are: Delaware, North Caro- 
lina, Iowa, Nebraska, New Mexico, 
South Dakota, Washington, New Jer- 
sey, Idaho and Vermont. Similar 
proposals are pending in Illinois, 
Ohio, Pennsylvania and Wisconsin. 
Four states, Minnesota, New Hamp- 


Fram Injunction 


Fram Corp., Providence, R. 1, has 
obtained a preliminary injunction and 
restraining order forbidding Aaron 
Gersten to market filter cartridges 
using the Fram name and distinctive 
orange color, Distributors and deal- 
ers offered “deals” to sell other than 
genu:ne Fram products in Fram unit 
boxes, or cartridges using the Fram 
name and numbers, are asked to com- 





shire, New York and North Dakota, 


adopted such laws last year. 

















THE WAYNE PUMP 


SAL 


SBURY 


municate with General Counsel 
Everett Wilkins, Fram Corp. 


Wayne Lifts are engineered for years of 
dependable service, and easy maintenance. 
Boxed-in super structure offers increased 
strength. Simplicity of entire design means 
less wear, low cost operation. 


GREATER STABILITY 


Specially engineered bearing design pro- 
vides greater span between bearings. Oper- 
ation is smoother, heavier loads can be 
lifted with less power. Friction in cylinder 
traverse is greatly reduced. 


POSITIVE CONTROL 


Wayne Lifts offer positive control in lift- 
ing or lowering vehicles. Automatic air 
elimination, and bearing design provide 
greater strength and safety at every level 
of operation. 


Write for your copy of the Wayne Lift 
folder today! 


WAYNE AUTOMOTIVE LIFTS 


Lift Division @ Salisbury, Md. 


COMPANY 


MARYLAN 
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PLANNING 
stronger retail out- 
lets is watchword 
of C. M. McDer- 
mott, Tide Water 
Associated _ distri- 
butor at Roseburg, 
Ore. 


TBA VOLUME is an important part of Consignee McDermott’s business at Roseburg, Ore. He carries a $20,000 inventory. With 
Lloyd Shelton, plant manager, jotting down notes, Mr. McDermott checks stocks while his pet boxer, Yatz, looks on 


Stations Spark Bid for Volume 


Strong retail outlets are the back- 
bone of Charles M. McDermott’s oil 
product and TBA consigneeship in 
Roseburg, Ore. 

Although he has a good all-around 
operation, his emphasis on stations 
has resulted in a volume growth from 
200,000 gal. yearly to more than 4,- 
500,000 gal. last year. 

And in 1952 he sold $125,000 worth 
of TBA. 

Here are the key factors in the 
McDermott retail outlet program to 
sell TBA and oil products: 

Upgrading Stations—Mr. McDer- 
mott has been alert to seek property 
improvements. When he thinks they 
will pay off, he tries to persuade the 
owners to make the necessary im- 
provements. 

He cited as one example a station 
at Myrtle Creek pumping 13,000 to 
15,000 gal. a month. He talked the 
owner into building a new station 
across the street. A four-pump, open- 
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WHY BE 
CONTENT 
WITH THE 


CRUMBS: 


e « «e FROM THE TIRE PROFIT TABLE 


Why settle for crumbs when you can have butter on your 
bread, gravy on your potatoes, frosting on your cake and cream 
in your coffee? Crumbs are for the birds. Starvation profits 
and special cut-price deals don't have to be your lot. With 

your fine local reputation you can enjoy a highly successful, highly 
profitable tire business. Simply get in on the CORDUROY 
distributor plan. Your sales and profits will sky-rocket, 
because with CORDUROY you get: 


LOWEST POSSIBLE DISTRIBUTOR COSTS — Lower than 
you will find anywhere for first grade, premium quality tires 
and tubes. And you get carload prices on any size order. 
HIGHEST PREMIUM QUALITY —— CORDUROYS are unquali- 
fiedly America's FINEST Replacement Tires and Tubes. All new 
rubber, strongest heavy duty rayon cord, expert craftsmanship, 
one of the world's most modern tire plants, plus 34 years of 
PROVEN successful tire experience assure you of CORDUROY'S 
high quality. 

DOUBLE, WRITTEN GUARANTEE —_ CORDUROY'S perform- 
ance contract is one of the strongest guarantees written. Abso- 
lutely foolproof. It guarantees against road hazards for a 
period of months regardless of mileage. And lifetime guar- 
antee of materials and workmanship. 
DIRECT-FROM-FACTORY SHIPMENTS — You deal directly 
with the CORDUROY factory. No middlemen. No delays. Your 
orders are given prompt, individual attention, are processed 
the day they arrive. Shipments are sent immediately, directly 
to you from the factory. 

COMPLETE INDEPENDENCE — Yoy remain completely inde- 
pendent to set your own resale prices and establish your selling 
programs. CORDUROY assists you by pre-selling millions of 
customers by national advertising and provides you with many 


helpful sales tools. But you are free to sell CORDUROYS 
exactly as you wish. 


DON’T BE SATISFIED WITH THE CRUMBS. YOUR 
TERRITORY MAY BE OPEN. 


WRITE DIRECTLY TO: 


RUBBER COMPANY 


| j 
ee 
' 

> 


co 


AUGUST 5, 1953 








SINCLAIR POWER-X GASOLINE 


“Customers have said it’s the best gaso- 
line on the market; they notice the dif- 
ference. My premium ratio has changed 
from about 33% to about 50%.” 


Chicago, Illinois* 


“It’s surprising to me so many strangers 
come in and ask for POWER-x by name. 
Remarkable reaction in so short a time.” 

Ft. Worth, Texas* 


“My customers have noticed the better 
performance and mileage from POWER-X. 
Judging from my new business, they 

‘must be telling their friends.” 
Philadelphia, Penna. 


Why not get your share of motorists’ preference for 
Sinclair products. Join the 2,168 mew dealers who switched 
to Sinclair last year. Contact your nearest Sinclair 
Representative or write Sinclair Refining Company, 

600 Fifth Avenue, New York 20, N. Y. 


* Dealers’ names upon request 





SINCLAIR EXTRA-DUTY MOTOR OIL 


“‘Three-quarters of my customers have 
switched over to EXTRA DUTY without any 
sales talk on my part. They seem to know 
all about it and its advantages.” 

Kansas City, Mo.* 


“It’s going great guns! Most of my cus- 
tomers seem to be pre-sold by the adver- 
tising. They ask for EXTRA DUTY by name.” 

Atlanta, Ga.* 


“EXTRA DUTY is doing an excellent job on 

my customers’ cars... heavy-duty oil sales 

are up.” : 
Detroit, Mich.* 


SINCLAIR 


Ask about the Sinclair 
TBA Franchise featuring Goodyear— 
the greatest name in rubber! 
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WAREHOUSE at bulk plant of C. M. McDermott. 


type station, it is now doing 30,000 
to 40,000 a month. 

One of his original stations was a 
one-pumper in front of a grocery 
store in West Roseburg. In 1946, he 
convinced the owner he should build 
a new station there before the area 
was developed. Now the three-pump 
station dispenses 18,000 to 20,000 gal. 
a month. And Shell and General Pe- 
troleum have built stations in the vi- 
cinity. 

Personal Assistance—He works 
closely with any man interested in 
building a station. He helps him clear 
the property and arrange financing. 
Lack of experience in these matters 
may cause a prospect to discard the 
station-building project. An old hand 
at that himself, Mr. McDermott 
guides the lessor through the intrica- 
cies and around the pitfalls. 

He goes out of his way to make 
a proposition attractive. For exam- 
ple, he cited a case in which a com- 
petitor obtained an option on a val- 
uable site, but the owner wanted the 
company to build a barbershop and 
a restaurant. The owner had a little 
barbershop and wanted a new one 
to replace it. Mr. McDermott’s com- 
petitor was cool toward the barber- 
shop and restaurant. 

When Mr. McDermott became 
aware of the problem, he told the 
man he would cee to it that the res- 
taurant and barbershop were built. 
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The competitor’s option expired, and 
Mr. McDermott snapped it up. He got 
his supplier to invest $10,000 in the 
additional facilities as well as the 
station. This outlet is doing 20,000 
to 25,000 gal. monthly, according to 
Mr. McDermott. The barber has a 
good deal and “everyone is happy 
except my competitor.” 

Operator Selection—-Mr. McDer- 
mott has scoured his operating area 
looking for good operators. He at- 
taches such importance to this that 
he will underwrite a promising can- 
didate. First, he satisfies himself that 
the man has proven himself in the 
community. He prefers a man who 
has some financial standing, but this 
is a secondary consideration to his 
prospective ability. 

Mr. McDermott will take a pros- 
pect to the bank and sign his note. 
He has underwritten such notes for 
as much as $5,000. “One man was 
starting on cuch a _ shoestring, I 
even had to put money in his till so 
he could do business,” he commented. 

He has financed seven men, and 
not one has gone bad. “You get red- 
blooded loyalty as a result,” Mr. Mc- 
Dermott declared. 

When new operators do not have 
sufficient capital, he consigns TBA 
to them and allows a 90-day, interest- 
free period for them to pay. 


Good TBA Business—Of Mr. Mc- 
Dermott’s 4,556,362 gal. volume last 


To get more space inside warehouse for TBA and cased goods, an ad- 
joining platform was built 


year, gasoline sales accounted for 3,- 
577,420 gal. TBA sales were up 25% 
over 1951, from $100,000 to $125,000 
with a ratio of 52% tires, 11% bat- 
teries and 37% accessories. He has a 
epecial TBA truck. 

Roseburg’s rapid growth has tested 
a marketer’s vision. A new by-pass 
highway is projected for western 
Roseburg. Recently Mr. McDermott 
built a four-pump station on each of 
two cloverleaf roads leading into the 
city. The new highway will not be 
completed until 1956, but he wanted 
to be prepared. 

The city of Roseburg has a popu- 
lation of 7,500, with 14,000 perrons 
living in Umpqua Valley—Mr. Mc- 
Dermott’s marketing territory. 

Last year his bulk plant became 
crowded and ASsociated constructed 
a 30 ft. by 100 ft. platform at the 
warehouse to provide additional space 
for drums. 

At present he supplies 23 retail ac- 
counts—seven lessor-built stations (of 
which he built six); three of his own; 
and 13 general accounts. 

These 23 stations account for 70% 
of his businers. In 1952, credit card 
redemptions tallied $222,156. 

Mr. McDermott runs his operation 
from a conventional bulk plant. He 
has six employes: four drivers, a 
TBA man and a plant manager. In 
the summer he adds a relief driver 
He has eight trucks: six tank trucks 
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(2,525 gal., 1,250 gal., 1,180 gal., 1,160 
gal., 1,245 gal. and 1,075 gal.), a TBA 
truck and a pickup. 

He has been in the oil buciness 
since 1929 when he became a ¢cerv- 
ice station operator. He lives in Rose- 
burg and has a wife and two children. 


Canadian Tire Chain 


Tire chains for the Canadian mar- 
ket are now being made by the 
Round Chain Co., of Canada, in its 
new plant located at Brampton, Ont. 
The concern is one of a group of 11 


Antifreeze Sales Aid 


Ten Phony Tests and Queer Ideas 
About Antifreeze is the title of a 
booklet being used this year by Na- 
tional Carbon Co. to help boost deal- 
er sales. The campaign also in- 
cludes an offer to dealers of one free 
gallon of “Prestone” or “Trek” with 
every four cases ordered and accepted 
by a given date. Price protection, 
and if warranted, special payment 
terms, go along with the deal. 


In an unusual move to combat the 
growing resentment of dealers over 


affiliated chain manufacturing com- 


panies. 


low-priced 
hose reel 


operates 
auce 


1,500,000 
revolutions 
wtthout 


losing a drop 







Hand-wound reel for rear 
box installation 
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the practice of many large business 
concerns in buying antifreeze for 








Electric driven reet fur side box instatlatwon 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
ressed gases and chemicals. Will never wear out. Ex- 
Saanieate tested. 

No leaking, no sweating after a million revolutions at 
pressure from zero to 100 ib. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 

Features BS es light weight (85 lb.); holds 100 ft. of 14” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 

This hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE «+ PHILADELPHIA 34, PA. 
Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Collif. 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 








their employes at cut prices, Na- 
tional Carbon is prohibiting “fleet 
purchasers” of its two antifreeze 
brands from reselling at less than 
list prices. Since National Carbon, 
as well as most all other antifreeze 
manufacturers, maintains the retail 
prices of its products under state 
fair trade laws, it can invoke this 
price protection if it so desires, in 
any state where such laws exist. 


Automotive Farm Trade 


Curtis Publishing Co. reports it 
pays to sell automotive products di- 
rect to farmers. They found the 
eight best-moving lines in the farm 
market are: Antifreeze, batteries, 
bearings, filters, gaskets, oil and 
grease, piston rings and spark plugs. 
Automotive jobbers, Curtis reports, 
get 12% of their volume from farm- 
ers and that some of them are think- 
ing of employing salesmen exclusive- 
ly for the farm trade. 


Backs Big Premiums 


William E. Blank, battery sales 
manager for Auto-Lite is currently 
putting a lot of steam behind a sales 
incentive program built around an 
array of premiums ranging from deep 
freezes and living-room suits to 
hunting rifles and camping equip- 
ment. 


Warning Light 








A new red blinker warning light 
is offered for motorist protection by 
the Justrite Manufacturing Co. of 
Chicago. Called the “Life Guarder,” 
it operates on four standard flash- 
light cells. 


NATIONAL PETROLEUM NEWS 





| 
‘ 
| 
| 











TIRES-BATTERIES-ACCESSORIES 





Easy Fluid Check 


It no longer will be necessary to 
get under the floor boards to check 
and refill brake fluid with the new 
See-Level indicator and dispenser 
manufactured by M & H Products of 
San Leandro, Calif. Placed under 
the car hood, it shows brake fluid 
level at all times and acts as an 
auxiliary master cylnder. Three 
numbers provide complete coverage 
of all cars, 


Cherchez La Femme 


This summer Mid-Continent Pe- 
troleum is urging its dealers to pay 
special attention to all women driv- 
ers entering their stations. Dealers 
have been put on notice that four 
“Mystery Women” will tour the Mid- 
Continent areas during the summer 
months stopping at D-X stations. 
They will write personal letters daily 
to the dealers visited giving their 
impressions of appearance, service 
and selling effort. 


Truck Tire Recaps 


Seiberling has developed some new 
sizes of recap material with extra 
shoulder thickness which is claimed 
to eliminate extra steps and added 
cost in top-capping truck tires and 
in retreading earthmover tires. The 
new sizes are available in cold rub- 
ber stock for truck tires, and in a 
natural rubber hard-tread compound 
for earthmovers. Castings with 
“dropped shoulders” caused by nu- 
merous buffings, shoulder cuts, un- 
even tread wear, driving conditions 
or mechanical difficulties can be re- 
capped with the new material with- 
out first building up the shoulders 
with baby camelback, says E. F. 
Gates, Seiberling’s manager of ac- 
cessories and repair materials sales. 
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New Tire Company 


Pennsylvania tires, tubes and re- 
lated products will be manufactured 
and distributed by the newly-formed 
Pennsylvania Tire Co. The products 
formerly were manufactured by 
Pennsylvania Rubber Co., now a sub- 
sidiary of General Tire and Rubber 
Co. Heading the new company are: 
J. H. Hoffman, president; E. V. 
Duffy and H. B. Carpenter, vice 
presidents; Boyd Weaver, treasurer; 
E. C. McGarvey, secretary, and A. P. 
Weightman, assistant treasurer. All 
production, sales, advertising and 


operating functions will be head- 
quartered in Mansfield, Ohio. Present 
division offices in Atlanta, Chicago, 
Hillside, N. J., Oakland, Calif., Kan- 
sas City, Mo., and Mansfield, plus 
brarch office warehouses, will con- 
tinue to serve Pennsylvania Tire 
dealers. 


B/A Tire Guarantee 


British-American Oil Co. dealers 
are now plugging the company’s new 
road hazard guarantee. It is being 
used as a talking point for the B-A 
line of 100-level and premium grade 
Fisk tires. 


FREE? without one penny of cost... 

eo 4 Handsome Serving Trays 
Beautiful . . . practical! Illustrated in 
sparkling color from original paint- 
ings by Ole Larson, famous animal 
artist. Ideal for buffet lunches and 


suppers, T'V snacks, outdoor picnics 
and barbecues ...a beautiful addi- 


tion to every home! Four colorful 
trays to each set—each 17%" x 12%" 
—full dinner size—die stamped from 
26-gauge steel with brilliant alcohol- 
resistant finish. 


This offer expires SEPTEMBER 30th! 


SUEY TLE 


» FAMOUS NAME in 
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AUTOMOBILE Histo 


WARNER-PATTERSON COMPANY @ 920 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILLINOIS 
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stop “flash- 


Auto-Lite N 
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Spark Plug Wire sel 


2 yto-Lite Powerline 
Battery Cable 

















Out in front with 


Kyoven Sales Leaders 


: 


| \\ Original factory equipment on millions 
| 1 of America’s finest cars, trucks and tractors 


A for more protit! For repeat sales/ 
Xx For customer satistaction/ 








r WILL PAY you to check the 
Auto-Lite Wire and Cable. line 
. . . the complete line with proven 
sales leaders like new Neosheath 
Spark Plug Wire, Flextrand Pri- 
mary Wire and Power Line Battery 
Cable with the new Power Line 
Terminal that holds tight. All three 


of these outstanding leaders are 
original factory equipment on mil- 
lions of America’s finest cars, trucks 
and tractors. Cash in on this huge 
ready-made market for bigger prof- 
its. Sign up with Auto-Lite today 


. .. the best-advertised name in the jj yp 


automotive after-market. 


THE ELECTRIC AUTO-LITE COMPANY 
Spark Plug Division 


Order from your Avuto-Lite jobber today! 


AUTO-LITE wie and 











HANNAY HOSE REELS” 


“save work and time’’, 
say the men who use them 
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Satisfied users take time out to 
write us about how well Hannay 
Hose Reels serve them. Regardless 
of anything we may say about our 
product, this, after all, is the final, 
positive proof of performance. 


pow 





Mr. T. J. Etheredge, Jr., Distributor of Gulf 
Oil Products in the city of North, South 
Carolina, writes, “We believe that the 
money Invested in the Hannay Hose Reels 
has paid more dividends than any piece 
of equipment that we have ever purchased 
...actually save the equivalent of one-half 
the work and time of delivering fuel oil.” 


wANNay 
HOSE REELS 


oe 8 fn ee. 20 CLIFFORD B. HANNAY & SON, In 
Patented 1950 in Canada WEStERLO NEW yort 


©1953 C.B.H. & S. Inc. 


MANUFACTURERS OF MANUAL AND POWER OPERATED HOSE REELS FOR EVERY PURPOSE 
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How Tire Pricing Got That Way 


Because tire pricing has become such a complicated, multi-level 
structure, NPN’s TBA editor, Frank C. Sturtevant, has traced its 
development with Willis C. Behoteguy, formerly of B. F. Goodrich 
Co.-: Mr. Behoteguy has worked with and watched the growth of 
the tire pricing system through most of his career in the rubber 
industry. 


The oil industry today is credited 
with selling better than 40% of all 
replacement passenger tires. 


Of necessity major oil companies 
and oil jobbers alike have had to 
justify to the service station dealers 
the tire pricing methods borrowed 
from the tire industry. 


It has not been easy. The complex 
pricing of tires and tubes resembles 
nothing else in the TBA line. Many 
dealers and some oil men find it hard 
to understand why such a system is 
used. 


A few oil companies have cet up 
tire price schedules that vary slight- 
ly from rubber company practice. 
But for competitive reasons the 
schedules cannot be too far apart. 
And the oil industry may be con- 
fronted with an entirely new tire 
price structure if the Federal Trade 
Commission’s maximum discount or- 
der, now being appealed, is upheld 
in court. 

About 12 U. S. and Canadian oil 
companies, two mail order concerns, 
and several accessory chains cell tires 
made under their own brand. (Seven 
oil companies sell the same brand). 
About 19 oil companies sell rubber 
company brands. One mail order con- 
cern owns a tire factory. 

Back in the days following World 
War I, according to Mr. Behoteguy, 
the retailers of tires were less nu- 
merous than today. Tire dealers had 
all the replacement business. Each 
dealer stocked several makes of tires 
so that he could offer every car 
owner a tire of his original equip- 
ment brand. 


Up to that time the tire industry 
operated on a one-price system. There 
was a list price the consumer gen- 
erally paid. From this price there 
was a dealer discount at or near 
22.5%. Then, as now, tire wholesaling 
(what there was of it) was handled 
by the large dealers under a loose 
pricing system. A few tire compa- 
nies, for a time, furnished a price 
schedule under which small dealers 
bought from large ones at discounts 
ranging around 10-15% from list. 

About 1919 or 1920 a hard-pressed 
tire company sales manager thought 
up the volume discount. He had ob- 
served the duplication of selling and 
promotional effort bestowed on the 
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He’s Seen It Grow 


During his 41 
years in the rub- 
ber business Wil- 
lis C. Behoteguy 
has built a wide 
reputation as a 
tire price ex- 
pert. For the 
pact 25 years he 
has been assist- 
ant genera] man- 
ager of tire mer- 
chandising at B. 
Mr. Behoteguy F. Goodr:ch Co. 

where he _ spec- 
ialized in contract and dealer-industry 
relations policy. He retired from 
Goodrich June 30. 





multi-line tire dealers. A tire manu- 
facturer had to spend as much money 
on signs and other point-of-sale ma- 
terial to get one fourth of a tire 
dealer’s business, as he would if he 
had it all. 


Building a Pyramid— At the same 
time, in the scramble for business 
after World War I, competing deal- 
ers were forced to spend more money 
on better locations, more salesmen, 
and more promotion. This pioneer 
sales manager offered dealers an ex- 
tra 5% if they sold a certain mini- 
mum volume of his tires by the 
year’s end. The exact amount is un- 
important because many variations 
were introduced in succeeding years. 

The 5% extra was considered a bold 
departure. But the following year 
Fick, then an independent with some 
original equipment business, kicked 
the door open by boosting it to 10%. 
Competing tire companies jumped in 
with new combinations of annual dis- 
counts, which at one time went as 
high as an extra 15%. 

Oil jobbers, who were the first oil 
marketers to take on TBA, operated 
as any other tire dealers, under the 
tire industry pricing system. 

While some major oil companies 
began to sell tires as early as 1929, 
oil TBA marketing did not become 
general until the late 30’s. By then 
the annual discount system, although 


often modified, had become firmly 
rooted. 

In fact one of the later modifica- 
tions, the A, B, C, and D classifica- 
tion of small dealers, which came 
into ute in the late 30’s, was adopted 
and used by many of the oil com- 
panies, including those with private 
tire brands. This method fixes a deal- 
er’s discount level in accordance with 
his previous year’s volume. From a 
base of 22.5% off list, the following 
are added: 


Annual Extra 
Volume Discount 
$1,000 6% 
2,500 7% and 2% 
5,000 9% and 5% 
15,000 11% and 6% 


Class D 
Class C 
Class B 
Class A 


In addition, any dealer can get an 
extra 2% on truckload orders of 
10,000 Ib.; or 3% on carload orders 
of 20,000 Ib. 


The 22.5% base is applicable only 
to first-line tires. The base is differ- 
ent for other types of tires, and 
ranges from a low of 17.5% on sec- 
ond-line tires up to 27.5% on tubes. 
In the case of farm and truck tires, 
most companies grant an extra dis- 
count of 5% to 7.5%, on the appar- 
ent theory that dealers perform more 
of the wholesaling function in these 
two fields. 


Reward on Keward—Then at 
$25,000 begins a series of annual re- 
bates, starting with an extra 0.5% 
and going up to 3.5% at $100,000. 
On volume in excess of $100,000, a 
sort of a super-bonus is granted— 
starting at 1% and going up to 2.5% 
at the $250,000 level. 


It should be noted that the small 
dealer discounts in the four brackets 
below $25,000 are fixed at the be- 
ginning of each new year, and the 
discount is applied to each invoice 
during the year. If a dealer’s volume 
at the year’s end puts him in a new 
bracket, he is billed at a different 
price the following year. 


At $25,000 and over, the discounts 
are true annual rebates, paid at the 
end of year on the basis of the full 
year’s volume. 


From time to time rubber com- 
panies have experimented with extra 
wholesale discounts, usually 5%, on 
passenger tires. The 100% tire whole- 
saler is now practically non-existent, 
and the temptation for other deal- 
ers to cheat when reporting their 
wholesale volume, has proved insur- 
mountable. At the present time, oil 
jobbers who are 100% wholesalers of 
tires to their retail stations are 
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A typical T-2 Rotocycle truck meter instal- 
lation in compartment of an Eaton manu- 
factured tank truck body. To conserve 
space strainer and air eliminator are 
installed behind the hose reel and piped 
to the meter. Rockwell T-2 and T-3 Roto- 
cycle Tank Truck Units are described in 
bulletin OG-128. Write for it today. 
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granted small additional discounts 
and bonuses to compensate them for 
wholesaling activities. 

Some of the tire makers, particu- 
larly the so-called independents, have 
set up their own variations from the 
annual discount system. Some of the 
oil companies, too, have adopted plans 
more favorable to the small dealers. 


Some Inequities—The present sys- 
tem is hot exactly popular. Many 
tire men would like to cee it changed. 
It is obvious that big tire dealers 
with large discounts can, and do, ad- 
vertise tires priced below the small 
service station operator’s cost. On 
the other hand there are a lot of oil 
jobbers who do enough tire business 
to put them in the upper discount 
ranks. They would be concerned 
about any change that would injure 
their position. 

But to answer oil men who wonder 
why the tire business uses a pricing 
system so needle-sly complicated, it 
can only be said that competition 
started it, and kept it going. No one 
ever seemed to find the right condi- 
tions for leading a turn back to a 
simpler system. 


Mr. Epps 


TBA Men Appointed 


Silas W. Davis has been appointed 
superintendent and Oliver C. Epps, 
assistant superintendent, of the TBA 
department, marketing division, Ar- 
kansas Fuel Oil Corp. The organi- 
zation markets Cities Service prod- 
ucts in 11 Southern states. Mr. 
Davis replaces T. M. Davis, recently 
named assistant general sales man- 
ager. S. W. Davis joined the com- 
pany in 1945 as sales supervisor in 
Jackson, Miss, He became district 
manager in Jackcon in 1947 and re- 
tail distributor in 1950, and was 
transferred to the Shreveport office 
as assistant superintendent in July, 
1951. 

Because of their identical last 
names, people often ask if the two 
Davises are related. The following 
statement from Lester Moore, man- 
ager of adverticing and sales promo- 
tion will clear up the confusion: 
“There is no relationship between 
Tony Davis and Silas Davis. They 
just happen to be two TBA men who 
work for the same company.” 
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U. S. Tire Appointments 


New district 
managers ap- 
pointed in the U. 
S. Tires division 
of United States 
Rubber Co. are: 
W. H. Cook, Jr., 
Cleveland dis- 
trict; J. E. Blair, 
Chicago district, 
and ‘E. R. Sad- 
dler, Los Angeles 
assistant district 
manager. Mr. 
Cook formerly 
was assistant district manager at 
Boston. He succeeds W, N. Colling- 
wood. Both Mr. Blair and Mr. Sad- 
dler were salesmen in their districts. 


=i 


Mr. Cook 


Mr. Parker Mr. Wiedemer 


Truck Tire Manager 


C. Sterling Parker is the new truck 
tire sales manager for Seiberling, 
succeeding George A. Wiedemer, re- 
tired. Mr. Parker joined Seiberling’s 
merchandise distribution department 
in 1922. He left the company for 
several years, returned in 1943 as 
supervisor in mileage sales, became 
department manager in 1945, then 
territorial representative of the truck 
tire sales department. 


Mr. Fox 


Sinclair TBA Men 


Sinclair Refining Co. has promot- 
ed Harry C. Fox to manager of sales 
promotion for the eastern district, 
including TBA sales. Herbert A. 
Boas, Jr., formerly assistant to the 
district sales promotion manager, re- 
places Mr. Fox as manager, TBA 
sales, for the eastern district 


Champion Changes 


Mr. Ledbetter Mr. Sherman 


Three top 
changes in 
Champion Spark 
Plug Co.’s east- 
ern sales terri- 
tory involve 
Gerald (Jerry) 
E. Ledbetter, 
Dewey Sherman 
and John Logan. 
Mr. Ledbetter 
becomes  assist- 
ant sales man- 
ager. Succeed- 
ing him as dis- 
trict sales manager at New York of 
Champion's entire eastern and north- 
eastern seaboard territory is Mr. 
Sherman. Mr. Logan, a field repre- 
sentative since 1946, replaces Mr. 
Sherman as territory representative 
in the Albany area. Mr. Ledbetter 
joined Champion in 1925 and became 
Boston territory representative in 
1936. He held his New York post 
since 1947. 


Mr. Logan 


New TBA Manager 


Leo J. Spanuello has succeeded C. 
W. Henking as TBA manager at Pure 
Oil Co. He has been 30 years with 
Pure Oil, most recently in the sales 
service department. Mr. Henking has 
been transferred to the wholesale de- 
partment where he becomes assistant 
manager of petroleum purchases. At 
the same time Paul Heal of the TBA 
department has been placed in charge 
of tire sales. 


Changes at Goodrich 


In a re-alignment of the B. F. 
Goodrich internal organization the 
company now has a Tire and Equip- 
ment Division and an Industrial Prod- 
ucts Division. J. A. Hoban is vice 
president of the former, while Chester 
T. Morledge has been named mer- 
chandising manager. In other Good- 
rich changes, H. N. Roberts, formerly 
in charge of battery sales, has been 
made head of the petroleum sales de- 
partment, succeeding Edward J. 
Lewis. Mr. Lewis has been named 
passenger tire sales manager. 
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New Sales Manager 


New assistant 
sales manager of 
Electric Auto- 
Lite Co.’s spark 
plug division is 
Russell W. Hig- 
gns. He joined 
the company in 
1937 and recent- 
ly has been New 
York division 
manager. He has 
succeeded L. B. 
O’Loughlin, ap- 
pointed sales 
manager last month. 





Mr. Higgins 


Quits Battery Sales 


Thomas A. Edison, Inc., West 
Orange, N. J., confirms the fact that 
it is no longer in the automotive 
storage battery business. Reason 
given was that because of lack of 
national distribution the company 
felt it could not compete on an equal 
footing with other battery companies 
without considerable additional capi- 
tal investment. 


Lee Branch Managers 


Lee Tire & Rubber Co. has ap- 
pointed new Atlanta and Jackson- 
ville branch managers. They are, re- 
spectively, Otto G. Carney, formerly 
manager at Jacksonville, and John 
V. Renatti, formerly a salesman at 
Jacksonville. 


Auto-Lite Representatives 


Four new district representatives 
appointed by Auto-Lite Battery Corp. 
are: Claire M. F’nkbiner, Wichita, 
Wichita district; Edward A. John- 
stone, Affton, Mo., St. Louis district; 
John Pershing Smith, Charlotte, N. 
C., Charlotte district; and Edward A. 
Hympkema, Grand Rapids, Mich., 
Grand Rapids district. 


Goodrich Change 


The new head of the B. F. Goodrich 
petroleum company sales department 
is Harry Roberts, formerly in charge 
of battery sales. He succeeds E. J. 
Lewis, who has been moved up to 
manager of Goodrich passenger tire 
sales. 


Dahleen Joins Hollingshead 


Howard Dahleen, formerly of the 
Franklin Transformer Co., has be- 
come assistant to Harold L. Danziger, 
Hollingshead Corp., Camden, N. J., 
working on petroleum accounts. 
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THE WORLD’S MOST PROGRESSIVE STATIONS 


BuiLD sates with ECO ISLANDERS | 


Eye-appealing layout, ease of entrance and exit, 

prominent TBA display and quick efficient super-service 

are the dynamic factors in back of today’s progressive 
multi-pump marketing operations. Everything is Y oe 
designed to attract the motorist, fill his needs and speed 4, 


him on his way — service that invites him to return. 














Attendants are trained to move swiftly in a regular a 
sales service pattern planned to spot the customer’s needs 

at the island. The result is increased gallonage; ( 
increased TBA and lubrication sales. Islanders add a toh 
powerful punch to this hard-hitting modern sales s= 


technique. They put fast efficient water service and 
automatic tire inflation right on the island at the 
attendant’s finger tips. 
















MODEL 246AWTP holds 20 foot water room light fixture, or bracket for re-use of 
hose and 25 foot air hose fully enclosed, existing lights. ECO TIREFLATORS are avail- 
| out of the way. Tireflator unit automatically able for drive, wall, post, or overhead re- 
| inflates to exact pressures of 5 to 110 Ibs. mote installation. 
| 
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Other models have a cash box, sign, mush- Write for details. 
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WATER PUMP protected by rust inhibitor 


WEAKENED inhibitor resulted in this 


Antifreeze Is Never ‘Permanent’ 


Service station operators and motorists have heard many the- 
ories on whether or not it is good practice to use antifreeze for 


longer than one season. 


In this article, John B. Stobbart, service 


and development engineer in Commercial Solvent Corp. Specialties 
Division, tells why it is not safe to reuse “permanent” antifreeze 
and what happens when the safety elements in antifreeze lose their 


effectiveness. 


By JOHN B. STOBBART 


Is it safe to use a permanent-type 
antifreeze for longer than one win- 
ter season? 

This question is being asked time 
and again by service station opera- 

tors and by mo- 
torists. Leading 
national anti- 
freeze manufac- 
turers recom- 
mend that used 
antifreeze be 
drained and dis- 
carded in the 
spring. Impar- 
tial technical and 
business authori- 
ie ties such as the 
Bureau of Stand- 

Mr. Stobbart ards, Society of 
Automotive Eng'neers, American So- 
ciety for Testing Materials, Ameri- 
can Automobile Assn. and National 
Better Business Bureau support these 
recommendations because they are 
founded upon solid technical facts 
and sound economic reasoning. 

The practice of re-using perma- 
nent-type antifreeze undoubtedly 
gained impetus as the result of crit- 
icalty short supplies during and im- 
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mediately following World War II. 
In many instances, motorists were 
forced to reuse the permanent anti- 
freeze solution in their cars or face 
the danger of not being able to buy 
fresh material for the coming win- 
ter. 

This tendency to reuse antifreeze 
from season to season was also in- 
fluenced by a misunderstanding of 
the true meaning of the words “per- 
manent” or “permanent-type.” Con- 
trary to common belief, this descrip- 
tion of an antifreeze product signi- 
fies only that the material is a non- 
evaporative type ef antifreeze, as dis- 
tinguished from the methanol or “al- 
cohol” type product, Most certainly 
the word “permanent” does not mean 
that the product can be used indefi- 
nitely with completely satisfactory 
results. 

What It Does—To gain a clearer 
picture of the performance charac- 
teristics that can be expected from 
antifreeze, it is worth while to take 
a brief look at the conditions under 
which antifreeze is used and how it 
is designed to perform properly under 
such usage. 

In addition to providing protection 
against freezing, any satisfactory 
antifreeze must also protect all parts 


of the cooling system from damage 
by rust and corrosion and must not 
injure rubber hose, gasket materials, 
and other parts. Protecting against 
rust and corrosion is particularly 
difficult because the abundant quan- 
tities of water and air present read- 
ily attack the metal parts. The heat 
in the system accelerates the corro- 
sive action of the water-air combina- 
tion. 


Furthermore, the design of the 
cooling system and the materials 
from which it is constructed aggra- 
vate corrosion problems. There are 
at least five and often six different 
metals in the cooling system in con- 
tact with each other. There is cast 
iron in the block, steel in the water 
pump, brass in the thermostat, cop- 
per in the radiator tubes and soldered 
radiator joints. Some makes of cars 
also have cast aluminum cylinder 
heads or aluminum alloy water 
jackets on the carburetors. The 
phys’cal contact of these dissimilar 
metals actually makes a weak bat- 
tery. Current flows between the 
metals, serving to erode away the 
surface by electrolysis. 


Rust Preventers—To overcome cor- 
rosive conditions, and to protect the 
parts of the system against damage, 
antifreeze products contain additives 
known as corrosion inhibitors. These 
inhibitors can be classified into three 
general types. 

The first group is composed of the 
“chemical inhibitors.” These are 
usually specially selected salt-like 
compounds which act to render the 
surface of the metals inert to attack 
by water and air. 


Ingredients known as “alkaline 
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buffers” or “acid neutralizing agents” 
make up the second group. These 
keep the coolant alkaline or “sweet,” 
by neutralizing traces of acid which 
may develop in the antifreeze solu- 
tion. In some antifreezes, one care- 
fully chosen ingredient cerves as both 
a chemical inhibitor and as an acid 
neutralizer. 

The third group of antifreeze cor- 
rosion inhibitors are the “physical 
film inhibitors;” usually oily-like, 
water emulsifiable materials which 


function by depositing a microscop- 
ically thin film over the metal parts 
of the system, This creates a bar- 
rier which prevents corrosive agents 
from reaching and attacking the 
metal. Some antifreeze products 
contain a balanced combination of 
chemical, acid neutralizing and phys- 
ical film inhibitors—thus providing 
three-way protection. 

The corrosion inhibitors in a mod- 
ern antifreeze product are especially 
selected to last for long periods of 
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The modern motor car has more lamps 


than a Christmas tree—offering you 18 
or more chances for replacement sales. 
The total lamp replacement business in 
the U. S. is $72 million a year. Pluck 
your share of this swell crop of dol- 
lars by watching every car for lamp 


needs. 


TUNG-SOL makes: A//-G/ass 
Sealed Beam Lamps, Miniature 
Lamps, Signal Flashers, Picture 
Tubes, Radio, TV and Special 
Purpose Electron Tubes and 
Semiconductor Products. 








TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
Soles Offices, Atlanta, Chicago, Culver City (Los Angeles), Dollos, Denver, Detroit, Newark, 


Philadelphia, 











time, but are gradually weakened 
and worn out through normal usage. 
This weakening results in decreasing 
protection to the cooling system until 
it is no longer properly shielded 
against damaging corrosion. .The 
final result of corrosion inhibitor de- 
pletion is that the antifreeze breaks 
down completely and rapid and se- 
vere rusting and corrosion follow. 


The importance of not using an 
antifreeze too long is illustrated in 
the photographs. The water pump 
shown in the first picture is from 
an antifreeze test in which an ade- 
quate level of corrosion inhibition 
was maintained. The second water 
pump was subjected to an antifreeze 
solution in which the inhibitors had 
been depleted until they could no 
longer provide satisfactory protec- 
tion. 


Re-Use Dangers — Manufacturers 
of all leading brands of antifreeze 
guarantee the motorist that their 
product will provide adequate pro- 
tection against corrosion and freeze- 
ups for an entire winter of driving 
if used in a mechanically sound cool- 
ing system. Any attempt by the mo- 
torist to use a permanent antifreeze 
solution for a greater length of time 
is a gamble, not primarily because of 
loss of freeze protection, but because 
of the danger-of depletion of the cor- 
rosion inhibitors. 


Unfortunately, it is almost impos- 
sible to predict accurately the length 
of time these inhibitors will perform 
satisfactorily, for their useful life is 
greatly influenced by the service con- 
ditions existing in the individual ve- 
hicle. The inhibitor life of any per- 
manent antifreeze is known to be 
shortened by high speed driving, high 
mileage, heavy engine loading, air 
suction through loose connection or 
faulty water pump, leakage of ex- 
haust gases into the coolant through 
a loose or faulty cylinder head gasket, 
hot spots in the engine, rust deposits 
in the cooling system and contamina- 
tion of the antifreeze solution through 
the presence of foreign materials 
such as traces of radiator cleaner 
that have not been properly flushed 
from the system, etc. 


Not only do these conditions of 
operation differ with almost every 
vehicle, but change as the vehicle is 
driven and more mileage is added. 


Extensive laboratory tests are re- 
quired to determine the condition of 
a used antifreeze solution. These 
tests can conceivably take much of 
the gamble out of reusing antifreeze, 
but their cost is many times the 
price of a fresh filling. 

It must be remembered too, that 
a small amount of corrosion can per- 
forate the thin walls of a radiator 
tube. A new radiator may be nec- 
essary as the result of corrosion- 
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weakened soldered seams. Attack 
on steel] and cast iron parts produces 
vast quantities of rust which can 
easily clog the tiny water passages 
of the radiator, engine block or cyl- 
inder head. 


Comparing all the facts, it certain- 
ly is not economically wise to gamble 
the cost of repairing or replacing 
damaged parts when the cost of in- 
stalling fresh antifreeze each fall is 
so small in proportion. 


The service man who recommends 
that antifreeze be drained and dis- 
earded each spring is performing a 
customer service and is creating 
good will for his station and his com- 
pany by helping more motorists 
achieve troublefree driving. 


A question often raiced is whether 
the addition of an antirust prepara- 
tion to a used antifreeze solution can 
restore rust and corrosion protection. 
Laboratory tests show that when the 
inhibitors have broken down, the ad- 
dition of an antirust will usually 
give at best only temporary benefit, 
Furthermore, the majority of avail- 
able antirust compounds are designed 
primarily for use in water, and can 
quite possibly prove detrimental to 
the antifreeze solution. 


Service Plan—To properly main- 
tain the cooling system of a modern 
automobile, a fall and spring servic- 
ing schedule should be followed. 
Each fall, a fresh filling of a quality 
antifreeze should be installed in the 
cooling system. In the spring th‘s 
solution should be drained and dis- 
earded, and the system filled with 
clean water. 


It is very important, however, that 
a well-formulated antirust prepara- 
tion be added to the water to pro- 
tect the system during summer driv- 
ing. Corrosive conditions are at 
their worst during the summer since 
the average motorist drives more 
miles at higher speeds and the en- 
gine is operated under higher tem- 
peratures. 


Failure to use an antirust in thé 
summer may result in enough rust- 
ing to cause clogging of the radiator 
or other cooling system difficulties. 
Furthermore, the use of water plus 
antirust is more desirable than the 
use of antifreeze solution for warm 
weather driving since water is more 
efficient in carrying away excess en- 
gine heat. 


At least once each year, the cool- 
ing system should be cleaned with a 
chemical cleaner. Periodic inspec- 
tions should be made to make sure 
the cooling system is leak tight and 
that all parts are in proper mechan- 
ical and operating condition. Protec- 
tive and preventive services such as 
these make possible a clean, rust 
and corrosion-free cooling system for 
the life of the vehicle. 
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Patent Suit 


United States Rubber Co. filed a 
suit against the Armstrong Rubber 
Manufacturing Co. in the Des Moines 
Federal District Court July 8, charg- 
ing infringement of its patents cov- 
ering its U. S. Royal Master tire. 
Two basic patents involved cover the 
structure of the protected white side- 
wall, and the design of the narrow 
white sidewall tire. The white side- 
wall, narrower than in conventional 
tires, is encircled by a protruding 
black rib designed to protect the 
sidewall against scraping. Arm- 
strong’s defense maintains that 
“neither the structure of (Arm- 


strong’s) tire nor the size of the 
white strip is the same as that on 
other tires.” 


Spark Plug Chart 


Tips on installing and selling spark 
plugs are included in a new chart 
released by the Electric Auto-Lite 
Co. It gives spark plug spec-fica- 
tions for 12 different types of en- 
gines including American and Eu- 
ropean, trucks, buses, tractors, com- 
bines and other farm machinery, gar- 
den tractors and power mowers, ma- 
rine engines, motorcycle and bicycle 
motors, etc. 


Show Your Dealer how to 


make a $7.15 per car sale 
on an operation as simple _ 
as an oil change! 


Over 7,000,000 Automatic Transmission Cars are Potential 
Customers ... Thousands More are Built Each Year! 


GET READY FOR YOUR SHARE OF THIS TOP-PROFIT ITEM! 


These units require a refill every 
* 10,000 to 25,000 miles. The Service 
Manual which the Bell Company 
offers, fully explains how to service 
and refill these transmissions. Any 


garage or service station can render 
this service. Your local jobber has 
FLARE LIQUI-MATIC FLUID 
available in convenient sizes. Con- 
tact him today. 


THE BELL COMPANY, Iac., 413 N. Wolcott Ave., Chicago 22, Ill. 


An illustrated service 
guide for mechanics 
and service station at- 
tendonts! Contains 
complete details! 
Mail coupen today. 


THE BELL COMPANY, Inc. Dept. 415 
415 N. Wolcott Ave., Chicago 22, III. 
Please send me immediately a free copy 
of your Service M i on A ic 
Transmissions, 
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BETWEEN-SESSIONS DISCUSSION at the Midwest TBA conference is held by 

(left to right): Hal Holmyard, special representative, Champion Spark Plug; William 

B. Young, division manager, and J. A. Nall, service station department, Standard of 
Kentucky; and E. G. Hazeltine, Tung-Sol Electric Co., Newark, N. J. 





New Atlas Office 


Atlas Chain & Manufacturing Co., 
Philadelphia, makers of Atlas Su- 
per-Life Roller chain, has opened a 
new sales office and warehouse at 
3130 Third Ave., Birmingham, Ala. 


High Speed Fisk Tire 


Fisk Division of United States 
Rubber Co. has released a new nylon 
passenger tire designed for sustained 
high speed travel on modern high- 
ways, It has up to 95% more 
strength to res'st impact ruptures 
and bruises. Nylon cords, 25% thin- 
ner than rayon cord, save two pounds 
in weight in a 7.60-15 tire. It has 
the standard safety slots across the 





L. W. FRIZZELL, 
TBA manager, 
Gulf Oil Corp., 
Pittsburgh (left), 
chats with J. F. 
Lewis, Jr., vice 
president, Cham- 
pion Spark Plug 
Co., at the recent 
Midwest TBA 
meeting in Louis- 
ville 


tread, sharp rib edges to help pre- 
vent lateral skids, a renewable tread 
and whitewall scuff-guard. It will 
cost about 6% more than the present 
“Safti-Flights.” 














Drummed Antifreeze 


Fleet operators now can get Du 
Pont’s premium-type “Zerex” anti- 
freeze in 54-gal. drums. The com- 
pany pointed out that it can be pre- 
mixed with water in any desired pro- 
portion and stored until needed with- 
out re-mixing, eliminating daily hy- 
drometer checking and saving time 
and money. 


Douglas Ups Tire Sales 


Douglas Oil Co.’s dollar volume of 
tire sales for the first five months of 
1953 has increased 31.53% over the 
same period last year, according to 
Jack Hall, TBA manager. He said 
it is due to the fact that the com- 
pany has been plugging tires both 
with their distributors and dealers 
and that the dealers are pushing tire 
sales hard. 


Pyroil Co. Sold 


The Pyroil Co., of La Crosse, Wis., 
has been sold to M. O. Weiby, vice 
president and merchandise manager 
of Gamble-Skogmo, Inc., chain auto 
supply house, with headquarters in 
Minneapolis; and C. H. Weiby, gen- 
eral store operator of Silverton, Ore., 
at one time associated with Gamble- 
Skogmo and Butler Bros. Another 
Gamble-Skogmo man, W. J. Larson 
will be a director of the new com- 
pany. 

Pyroil is a lubricant advertised as 
a motor oil and fuel additive. It is 
sold through many service stations. 


Service Profits Shown 


Every time the Inter-Industry 
Highway Safety Committee, in co- 
operation with the National Safety 
Council, runs one of its nation-wide 
safety checks, the results prove again 
how much potential profit there is 
in all kinds of automotive service, in- 
cluding the sale of TBA merchandise 
at service stations. This year’s four- 
week campaign in which 1,755 car, 
truck and tire dealers participated 
showed again there are plenty of 
drivers taking risks for lack of some 
simple thing which a service station 
could provide. 

Items checked, by type and per- 
centage of each to the total number 
of parts in need of attention, are 
shown in the table below: 











DEFECTS DEFECTS DEFECTS ON 
ON % OF ON % OF TOTAL % OF 
ITEMS CHECKED CARS TOTAL TRUCKS TOTAL VEHICLES TOTAL 
WOE cased Gs vad 64,003 28.3% 7,003 18.0% 71,006 26.8 % 
Front Lights ....... 33,187 14.7% 4,459 11.4% 37.646 14.2% 
Rear Lights ........ 24,894 11.0% 7,811 20.0% 32.705 12.3% 
Steering ............ 27,193 12.0% 4,214 10.8% 31,407 11.8% 
Exhaust System .... 24,889 11.0% 4,202 10.8% 29,091 11.0% 
Windshield Wipers ... 14,939 6.6% 2,716 7.0% 17.655 6.7% 
CUD: Sosxe'ssvdbawees 15.699 6.9% 1,720 4.4% 17,419 6.6% 
PRIS: EM: 11,661 5.2% 2,770 7.1% 14,431 5.4% 
SO ns scandens ss 6,238 2.8% 1,709 4.3% 7,947 3.0% 
Rear View Mirror .. 3,513 1.5% 2,408 6.2% 5,921 2.2% 
226,216 100.0% 39,012 100.0% 265,228 100.0% 
AL 
TRUCKS VEHICLES 
Total Checked 375,804 47,729 423.5 
ME WD Bien oy vb vs cen vice sc coe eke x 100,900 14,940 115,840 
Percentage 26.8% 31.3% 27.4% 
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MATERIALS FOR OVER ‘200 WORTH 
OF TUBE REPAIRS ONLY 4/Q)75 


Over 100,000 service stations are now building pres- 
tige, customers and profits by featuring Dillectric tube 
repair service. It’s the handiest, quickest, surest way to 
safely make all tube repairs. It’s all-electric—automatic. 
There is no guesswork — heat, pressure, time are 
exactly controlled. \t’s quick, easy, safe—requires no 
experience — you get a perfectly vulcanized repair 
every time. Dillectric patches come ready-prepared for 
each repair. Here is truly modern, money-making serv- 
ice. Profit by ordering the Special Bonus Assortment, 
now, from your wholesaler, tire or oil company. 


No. 6685 DeLuxe Model Dillectric Pressure 
Clamp with Transformer for either 110 or 
125 or 220 volt alternating current. Wire 
buffer included. 


THE DILL MANUFACTURING COMPANY, 700 East 82nd St., CLEVELAND 3, OHIO 
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TBA BUSINESS HAZARDS on the home front include nothing like those encoun- 

tered by Charles Speers (right) managing director of the Champion Spark Plug Co., 

of Canada, on a business trip to Nairobi, Kenya, East Africa, in the Mau Mau terri- 

tory. All staff members of the Car and General Equipment Co., local Champion dis- 

tributors, are armed in the event of a surprise terrorist attack. The counter clerk 
is in uniform to report for patrol duty 


Mr. Gannaway Mr. Mackey 


Champlin to Sell Tires 


Champlin Refining Co., Enid, Okla., 
has signed up to handle two lines of 
tires, U. 8. Royals and Dayton Thoro- 
breds. 

Champlin markets in a dozen Mid- 
west states through about 700 oil 
jobbers and some 1,000 service sta- 


tions from Oklahoma to-the Cana- 
dian border. 

A. E, Traynor is Champlin’s gen- 
eral sales manager, while L. W. King 
has been placed in charge of what 
will be the Champlin Tire Dept. 

For the U. S. Rubber Co., H. 8S. 
Gannaway, manager of oil marketer 
sales in the central region, has been 
transferred from Chicago to Enid to 
help promote sales of U. S. tires 
through Champlin outlets. 

Frank Mackey will do the same 
for Dayton. 

The U. S. line is be'ng handled by 
Champlin on a sales commicsion 
baris and the Dayton line on a buy- 
and-sell basis. Now available to 
Champlin jobbers and dealers is a 
complete line of tires for passenger 
cars, trucks, tractors and other heavy 
equipment. 


‘Climate Control’ Battery 


Willard Storage Battery Co. has 
begun to advertise its new Weather- 
master battery with “climate con- 
trol.” A small plastic key inserted 
in each filler well and turned, per- 
mits filling the battery with more 
water during the hot summer 
months. A turn of the same key 
swings the filler well back to winter 
position when less water is needed. 

Willard explains that the extra 
water in the summer keeps the bat- 
tery cooler, reduces self-discharge, 


and lessens danger of overcharge. 
Less water in the winter steps up 
the acid gravity and gives about 
20% core cranking power. The 
Weathermaster needs water only 
twice a year. 

Besides the “climate control” fea- 
ture, the Weathermaster uses me- 
chanical separators, a lighter, thin- 
ner-walled case with a one-piece red 
cover, Willard Metalex grids, and 
Willard’s safety-fill vent holes, which 
make it possible to fill the wells to 
the top without danger of overflow. 


Long-Life Battery 


A new Eveready flashlight battery 
cell is claimed to have a “far longer 
service life than any other standard 
cells now on the market.” The man- 
ufacturer, National Carbon, claims 
its shelf life is so long that no dating 
is necessary. It is encased in a 
vinyl plastic-coated jacket, featuring 
the “Nine Lives” trademark in red 
and blue on a white background. 


Conventions End 


Auto-Lite Battery Corp. has com- 
pleted a series of regional sales con- 
ventions in charge of W. E. Blank, 
sales manager; Tom Birmingham, as- 
sistant; and Jim Gillespie, of the 
Auto-Lite advertising staff. 


Football Guide 


Prest-O-Lite Battery Co.’s fall ad- 
vertising program incluties a pocket- 
size football guide for dealer hand- 
out, The booklet includes profession- 
al and college rules, team formations 
and rules, the National Professional 
Football League season schedule and 
professional records. 


Cleaning Manual 


Available to service station opera- 
tors is the Du Pont cooling system 
manual, It explains how cooling sys- 
tems work, how to clean them and 
prepare them for summer or winter 
driving, and how to find and correct 
trouble spots. Cost of the manual is 
$2. It can be obtained by writing 
to E. I, du Pont de Nemours & Co., 
Inc., 2494 Nemours Bldg., Wilming- 
ton 98, Del. 
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Acceptance 


spells New Strength for Your Dealers! 


The exclusive product qualities of U. S. 
Royals are known and approved by practi- 
cally every car-owning American. Millions 
of your customers get acquainted with 
these superb tires when they come on new 
cars. Millions more are pre-sold by U. S. 


Royal’s steady merchandising attack. 


LIFEWALL LIFEWALL 
U.S. ROYAL MASTER @ U.S.ROVALAIRRIDE © 


UNITED 
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U. S. ROYAL DE LUXE 


The power of this nation-wide public ac- 
ceptance pays off for station operators—in 
easier sales success, in profit margins that 
consistently lead the industry. And that 
means reduced dealer turnover, increased 
dealer stability for oil marketers! 


THE U. S. TIRE 
@ TWEU.S. TREE LP. @ CENTIPEDE GRIP 


RUBBER COMPANY 
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Tubeless Repair Kit 


Bowes has added to its line an on- 
the-wheel puncture repair kit con- 
sisting mainly of a pressure gun 
with the trade name of Plug-iT. The 
instructions are to press the nozzle 
of the gun down over a puncture, 
turn the handle, and the gun will 
fill the puncture with gum rubber. 

Bowes is basing its sales talk on 
the claim that this method makes 
it unnecessary to remove tubeless 
tires from wheels. Even though 
most of the tubeless tires now on the 
market are self sealing. Bowes points 


| 
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out that tire makers all say that any 
punctures in the casings ought to 
be repaired to protect the sealing 
material from drying out. 


Gulf Outboard Guide 


Gulf thinks the outboard motor 
market is important enough to war- 
rant the distribution of a leaflet 
called Trouble Shooting Your Out- 
board which is a list of check points 
designed to locate common outboard 
motor troubles. It also explains the 
uses and merits of Gulf’s outboard 
motor oil and gear lubricants. 


OKHEIM 


VALVES AND FITTINGS 


Model 770 
ANGLE CHECK VALVE 


Biggest WALGE 
in WALWES! . 


Tokheim valves top all others in performance. They 
won't stick, won’t leak, won't impede flow. Easily serv- 


iced. Quality workmanship and materials assure long 


felt life, low maintenance. Without disturbing 
piping, valve assembly may be readily removed for 
inspection. Thousands in use. Next time you buy, insist 


on quality Tokheim valves. Write for Catalog No. 17. 


General Products Division 


TOKHEIM OIL TANK AND PUMP COMPANY 
BUILDERS 


DESIGNERS AND 
1650 WABASH AVENUE 


OF SUPERIOR EQUIPMENT SINCE 1901 
FORT WAYNE 1, INDIANA 


Factory Branch: 1309 Howard Street, San Francisco 3, California 





Spark Plug Indicator 


Because two new spark plugs are 
sold for every six checked on an 
indicator, AC Spark Plug Division of 
General Motors is offering dealers a 
new type spark plug indicator. It 
has a deep-well, spark view chamber 
that enables the dealer and the car 
owner as well to see how the spark 
plugs are firing. Purpose of the 
deep well is to permit a better view 
of the spark action with a minimum 
of interference from outside light 
sources. 

There has never been a time when 
efficient spark plug operation has 
been more essential to good engine 
performance, comments John C. 
Hines, AC general sales manager. 
Today’s engines have much greater 
performance built into them than en- 
gines of a few years ago, he adds, 
but plugs have to be serviced or re- 
placed in order for the owner to get 
full benefit. 

AC feels that there are many deal- 
ers who have only a spark plug 
cleaner, and who don’t feel like buy- 
ing a combination plug cleaner and 
indicator so long as the cleaner they 
have is in good condition. The new 
Model L indicator can be used with 
present plug cleaners so as to give 
dealers a complete spark plug clean- 
ing and testing equipment. 

The new indicator permits almost 
immediate comparison between a new 
plug and the plug being tested, by 
means of the “flip-flop” contact arm. 


Sales Boosters 


Two dealer premiums are offered 
by the Wilco Co. to boost sales of 
its radiator chemicals through its 
subsidiary, Service Station Supply 
Co., Los Angeles. A six-piece steak 
knife set in a wood tray is given with 
each purchase of five cases of any 
four Wilco radiator chemicals, and 
an electric knife sharpener is offered 
with 10 cases. Wilco suggests that 
the premiums be used by dealers as 
incentive prizes for their salesmen. 
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Have you checked Prest-0-Lite? 

This nationally advertised line 

offers a complete profit-packed 

program designed to meet your 
TBA requirements. 


PREST-O-LITE BATTERY COMPANY, INC., TOLEDO 1, OHIO 











Knock and Wild Ping Rating of Some 1952 Cars 
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CAR MAKES 


KNOCK VS. PING—Cross-hatched bars indicate octane number of fuel needed to 

prevent detonation (ordinary knock) while solid bars represent octane number of 

fuel necessary to prevent wild ping in 1952 model cars. Multiple bars indicate several 
cars of same manufacturer 


Performance 
With Premium Fuel 
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THIRTY cars were evaluated using a 

typical commercial premium type fuel. 

Number of cars knocking, wild pinging 

and preigniting is shown as a percentage 
of the total number rated 


Preignition Is Villain in Engine ‘Knock’ 


Oil marketers may be hearing more 
and more complaints about auto en- 
gine “knock” unless something is 
done soon. The customer will blame 
the gasoline, but the chances are he'll 
be wrong. 

The “knock” he complains of most 
likely will be an engine ping caused 
by preignition, and not because the 
gasoline octane rating is too low. 

That’s the conclusion of R. F. 
Winch, Sun Oil, after testing 30 cars 
(1952 and 1953 models) of 11 dif- 
ferent makes, using fuels of regular 
and premium grade quality. 

Tests showed 45% of the cars pow- 
ered by premium fuel had “wild 
ping.” To the driver, that’s plain en- 
gine “knock.” And that’s what he’ll 
complain of to the service station at- 
tendant. 

Mr. Winch says the real cause of 
“wild ping” is preignition. To deter- 
mine the extent and cause of preigni- 
so following cars were tested: 





common cause is combustion chamber 
deposits. However, Mr. Winch’s tests 
showed: 

1. Preignition can occur without 
combustion chamber deposits. 

2. Preignition can occur without 
causing a “ping.” It can take place 
with fuels of higher octane value than 
the requirement of the engine. 

3. Preignition is mildly affected by 
primary reference fuel octane num- 
ber in a clean engine. 

4. As engine speed increases, tend- 
ency to preignite is greater. 

Tests indicated no wild ping oc- 
curred in a clean engine, even though 
preignition may have occurred. As de- 
posits build up, ping tendencies in- 
crease, and the effect of octane rat- 
ing on preignition decreases. 

Mr. Winch reports: “Of nine dif- 
ferent makes of 1952 cars tested, pre- 
ignition was detected in eight. . . The 
1953 cars tested were, in some cases, 
improved over 1952 models, while 
others were noticeably worse.” 

Cars with highest preignition tend- 


What Tests Show—-Using a typical 


commercial premium type fuel, Mr. 
Winch says of the 30 cars tested: 

“Nearly all of the cars had some 
preignition and over 50% were 
knocking. Wild ping was occurring 
with 45% of the cars. The old solu- 
tion for preventing audible knock— 
higher octane numbers—is known to 
be rather ineffective in solving this 
basic preignition problem. Higher oc- 
tane numbers will help suppress the 
noise of wild ping, but are relatively 
ineffective in controlling the real 
trouble—preignition. 

“Perhaps there is an easier, more 
economical solution than the octane 
number approach. If preignition could 
be eliminated or even reduced, it is 
conceivable that the present octane 
number problem might be relieved or 
that future engine performance gains 
might be made without the custo- 
mary octane requirement penalty.” 

Mr. Winch cites two possible fields 


and lubricants to learn what fuel 
property or properties determine pre- 
ignition resistance of a fuel; how to 
increase that resistance; and a con- 
tinued search for means of reducing 
deposits. 

—A look at engine design with a 
view to correction from that direc- 
tion. 
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PUMP 


THE RIGHT PUMP 
FOR YOUR NEED... 


The right pump boosts gallonage, speeds 
service, cuts man-hours, wins business. Bowser has 
the greatest selection for new stations or for modern- 4 - 
izing. A Bowser man will be glad to help. J 


Yeu! Duo-matic Multi pamp Qiamese Rofl-Way 


Installed ABOVE ground for accessibility, this new system serves 
up to 8 pedestals. Dual motors and pumps operate singly or simultaneously, THE 2-CAR PUMP ees 
automatically, as volume demands. Saves power. All standard parts. No 


service problems. Economical. 


2 sales outlets in a single ped- 
estal. One suction and conduit. 


CHOOSE FROM BOWSER ... THE WORLD’S MOST COMPLETE LINE OF PUMPS 


ROL-WAY ROL-WAY CABLE CABLE HI-SPEED HI-SPEED HI-SPEED 
COMPUTING TeKer NON. COMPUTING RETRIEVING RETRIEVING TICKET NON- COMPUTING 
COMPUTING PRINTING COMPUTING comune COMPUTING PRINTING COMPUTING 


BOWSER, INC., 1301 CREIGHTON AVENUE, FORT WAYNE 2, IND. 
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TENNESSEE OIL PROGRESS WEEK is proclaimed for Oct. 11 to 17 by Gov. Frank 

G. Clement, watching are (left to right): Emile Pelletieri, president, Southern Oil 

Service, Nashville, Tennessee OLIC vice chairman; Gov. Clement; Ed Jolly, assistant 

division manager, Esso Tennessee-Arkansas division, Memphis, state OIIC chair- 
man; and G. B. (Pat) Joyner, Memphis, state OIIC vice chairman 


division manager at Kansas City in 
1947, went to Ponca City in 1948 as 
manager of bulk Wbricating oil salJes 
and became assistant general sales 
manager in 1952. 

- * > 


W. G. Willard, Jr., president and 
treasurer of Willard Oil Co., Inc., 
Spartanburg, S. C., reports that his 
company has purchased tank trans- 
ports and is delivering products di- 





Mr. Lloyd 


Mr. Breitweiser 


Two recent promotions in Con- 
tinental Oil Co.’s marketing depart- 
ment are: O. B. Lioyd, Ponca City, 
Okla., from general sales manager 
to executive assistant to the vice 
president of marketing, and 8S. D. 
Breitweiser, New York City, from 
acting general manager of the east- 
ern region to succeed Mr. Lloyd. 

Mr. Lioyd will act as a direct 
contact between jobbers and dealers 
and the company’s top management. 
He joined Continental in 1921, was 
promoted in 1926 to northern divi- 
sion manager and became sales pro- 
motion manager at Ponca City in 
1927. He was made assistant gen- 
eral sales manager in 1929 and trans- 
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TOP EXECUTIVES of the oil industry in New 


rectly to dealers and customers, by- 
passing the bulk plant. Future plans 
include building of additional service 
station outlets. 

* *~ oa 


Miss Nell C. Giesen retired recently 
after 38 years with American Oil Co. 
at its Carteret, N. J., marine termi- 
nal. She joined the company in 1915 
as a stenographer and was promoted 
to chief clerk of the Carteret terminal 
in 1933. 

a * * 

Robert L. Milligan, executive vice- 
president of Pure Oi} Co., has been 
elected to the company’s executive 
committee, Allen ©. Hutcheson has 
been appointed secretary and Raynor 
F. Sturgis, Jr., treasurer. Clarence 
H. Jay, secretary-treasurer, will re- 
tire on Nov. 1, but will resign from 
active duty on Aug. 1. 


L. R. Carter, veteran oil marketer 
of Charlotte, has been made manager 
emeritus of Pure Oil Co.’s eastern 
marketing division. Succeeding him is 
John O. Little, assistant division man- 
ager in Charlotte. Mr. Carter came to 
Pure in 1912 as a clerk in the Wil- 
mington, Del., bulk plant. Mr. Little 
joined Pure 26 years ago in the Chi- 
cago laboratories. He entered the 
company’s marketing operations at 
Cincinnati in 1928. 

* - - 


Independent Oil Co., of Alexandria, 
La., is in the process of adding 75,- 
000-gal. of additional storage and an- 
other 3,000-sq. ft. warehouse to its 
bulk plant, reports Newton 8S. Cap- 
pel, owner. They also have added 
two more tank trucks and plan to 
continue their program of opening 
new retail outlets. 








Saghs, 





York are gathered at a Luncheon 

















ferred to Chicago in 1935 as Con- 
oco’s northern region sales manager. 

Mr. Breitweiser joined Conoco’s 
Kansas City, Mo., marketing depart- 
ment in 1932. He was promoted to 


recently in honor of Deputy Petroleum Administrator for Defense Joseph A. LaFor- 

tune, third from lefts Walter S. Hallanan, far right, National Petroleum Council 

chairman, was host. Left to right are: R. Rae Jackson, assistant deputy PAD; H. P. 

Reynolds, assistant deputy PAD and PAD general counsel; Mr. LaFortune and 
Mr. Hallanan 
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great product...) racred ty 2 


oreat campaign! 
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Reaching millions of 
car owners—in 
national magazines 


Reaching more millions of 
motorists—in newspapers 


| Ary. “FREEZE 


NENT rypE 


Plus—30 million messages 
a day on billboards 


Plus—station streamers, 


window stickers, and 
5 eo PT (Permanent Type) Anti-Freeze is better than direct mail 

ever—thanks to a new, improved formula! PT proved 

its success with a fine sales record last year. 

And this Fall we’re giving it the biggest advertising 

and promotion campaign ever—spearheaded by eye-catching 

PeTe the Panda—appearing in magazines, newspapers and 

billboards. Here’s still another example of another 

outstanding Texaco product supported by a great campaign 

of national advertising and local promotion. 
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L. E. Marron, board chairman of 
the Coastal Oil Co., Newark, N. J., 
can tell his friends about the “big 
one” that didn’t get away. The ac- 
companying photograph shows him 
with the 15-ft, 1,182-lb. Pacific sword- 
fish he caught May 7 off Iquique, 
Chile. He landed the record sword- 
fish on what is known as a 39-thread 
line. 


In the summer of 1951 Mr. Marron 
missed the world’s record for blue 
marlin by 4 ounces (see NPN, Aug. 
29, 1951). He caught a 741%-Ib. mar- 
lin off Bimini Island in the Bahamas, 
but the fish lost an estimated two 
pounds of blood before weighing. 


F. S. Wood has been promoted to 
section leader in the automotive di- 
vision at Indiana Standard’s Whiting, 
Ind., research laboratories. OC, C. Col- 
yer and W. R. Shimmin have been 
made group leaders in the same divi- 
sion. 

* . > 


New assistant to the manager in 
the safety division of Standard Oil 
Co, of California’s personnel depart- 
ment, San Francisco, is W. E. Love- 
joy. He formerly was personnel su- 
pervisor for the California Research 
and Development Co., a subsidiary. 
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Officers of the Oil Heat Institute of 
northern Ohio for the coming year 
are: Raymond H. Quiggin, Quiggin 
& Son, president; Robert S. Daniels, 
Timken Silent Automatic Burner 
Corp., vice president, and Norman R. 
Steenstra, Standard Oil Co. (Ohio), 
secretary-treasurer. Newly - elected 
trustees are: Mr. Quiggin; Joseph H. 
Robbins, Universal Fuel Saver Co., 
and E. K. Harrop, Socony-Vacuum 
Oil Co. 


* . * 


Marion E, Dice, one of the industy’s 
leading petroleum economists, re- 
cently celebrated his 30th anniver- 
sary with General Petroleum, Los 
Angeles. Now manager of the com- 
pany’s economics department, he 
started as a draftsman, spent his 
early years in the engineering depart- 
ment and took over his present post 
in 1944. 


* * ” 


Seaboard Oil Co., of Delaware has 
appointed Augustus C. Long a direc- 
tor. Mr. Long, president of The Texas 
Co., succeeds Col, Harry T. Klein, 
who has resigned. Mr. Klein, former 
Texaco president, has been a Sea- 
board director since 1933. 





New assistant district manager for 
Standard Oil Co. of California in 
Portland, Ore., is W. BR. Carter while 
W. E. Lovejoy has been made assist- 
ant to the manager of the company’s 
safety division, personnel department. 


* * * 


Ed Sweet, Chevron dealer in Spo- 
kane, Wash., has been elected presi- 
dent of the Washington Gasoline 
Dealers Assn., succeeding Sam 
Davies. 

* * . 

New president of the California 
Natural Gasoline Assn. is Fred L. 
Hartley, general superintendent of 
operations, Union O11 Co. of Cali- 
fornia. He succeeds Warren H. 
Kraft, Honolulu Oil Corp. 

” * * 

Walter L. Smith, secretary-treas- 
urer of Consumers Oil Corp., Tren- 
ton, N. J., Richfield distributor, re- 
ports the board of directors has 
voted to spend $300,000 on a pro- 
gram of expanding its marketing 
facilities in central New Jersey 
mostly on new station sites. Plans 
call for new two and three-bay sta- 
tions, and expanded office and ware- 
house facilities. 








William H. (Denny) Dennis, 
new president of the Serve 


Yourself and Multiple Pump 
Stations Assn., has been in the 
oil business for 34 years and 
knows the ins and outs of mar- 
keting. 


A self-serve man, Mr. Dennis 
is vice president and general 
manager of the Community Sta- 
tions, Inc. and EZ Self Service, 
Inc. which operate seven self- 
serves in Los Angeles Basin, 
claiming a million gal. a month. 

Most of Mr. Dennis’ time has 





New Multi- ee Head Is Veteran Oil Marketer 


been in oil marketing with em- 
phasis on analysis, accounting 
and statistical studies. Conse- 
quently he manages multi-pump 
operations with a sharp pencil. 
Born in Mexia, Tex., May 23, 


the 90th Division (Texas and 
Oklahoma) during World War I. 

In 1919, he joined The Texas 
Co, as a clerk, then became an 
analyst-accountant for Stand- 
ard Oil of California in 1921. 
Six years later he went to Pan 
American Petroleum Co. which 
later was bought out by Rich- 
field. In 1929, Richfield moved 
him to New York as auditor 
and branch manager at Buffalo. 
Later he became Buffalo district 
manager. He then formed the 
Dennis Petroleum Co. and was 
an independent Richfield dis- 
tributor for the Buffalo area 
until 1939 when he sold out. 

Denny joined the Pathfinder 
Petroleum Co. in 1940, became 
its treasurer in 1946. He was 
transferred in 1949 to the Com- 
munity Stations, Inc. 

As evidence of his company’s 
confidence in self-serves, Mr. 
Dennis said that construction 
or leasing of at least three big 
units is planned in the near fu- 
ture as part of an expansion 
program. 
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Equipment on All These 
Fine Car Engines 


On every OLDSMOBILE since 1911 





On every BUICK since 1908 


Only Spark Plug wit Patented CORALOK Incuslator 


AC’s Patented CORALOX offerstheseimportant @ Has 4 times greater heat conductivity. 
advantages over previous types of insulators: 


@ Offers 3 times the mechanical strength. 
® Gets hot quicker to burn away oil and wet 


carbon deposits—stays clean longer. @ Provides 10 times greater electrical resist- 
® Resists deposits of oxide coatings from fuels. ance at high temperatures. 


AUGUST 5, 1953 





ABOUT OIL PEOPLE 





OIC SCHOOL PROGRAM conference held during June in principal’s office of Gorton High School, Warwick, R.I., with mem- 


bers of Rhode Island OIIC outlining education aids. 
Joseph Popkoski, Rhode Island OIIC chairman and branch manager for American Oil Co., Providence; 


Left to right: 


Arthur J. DeBlois, Jr., DeBlois Oil Co., Pawtucket, R.L; 


Kenneth A. Beede, as 


sistant superintendent, American Oil Co., Providence; Walter R. Martin, retail] marketer, Socony-Vacuum, Providence; and Michael 


A. Morry, school guidance instructor. 


John N. Reed has retired from the 
Richfield Oil Corp. (Los Angeles) 
lubrication department after 29 years 
in the oil business. He joined the Rio 
Grande Oil Corp. in 1924 as a sales- 
man, eventually becoming wholesale 
sales manager. He became a part of 
the Richfield organization in 1937 
when it acquired Rio Grande. 


M. O. Sorrells, sales supervisor in 
Shell Oil Co.’s Columbus, Ohio, office, 
retired this month after 22 years with 
the company. Born in Roodhouse, IIl., 
he joined Shell in 1931 as a tire sales 
educator in Shell’s St. Louis office. 
He served in the company’s market- 
ing division there for seven years and 
in 1938 went to Toledo as a salesman. 
In 1941, Mr. Sorrells was made dis- 
trict manager at Portsmouth, Ohio, 
and in 1950, following the consolida- 
tion of Shell districts, he was trans- 
ferred to Columbus. 


Following conference, Mr. Martin addressed upper class on subject, 


Three Union Oil Co. of California 
appointments in the central territory 
(northern California) are: Robert E. 
Robbins, resident manager at Fres- 
no; Robert E. Nicholson, resident 
manager at Pittsburgh, and W. Don- 
ald Conklin, terminal superintendent 
at Colusa. New Union Oil consignee 
at Oroville, Calif., is Gordon C. Wigg. 


Walter H. Ware, manager, Lubrite 
marketing division, Socony-Vacuum 
Oil Co., retired July 31. Succeeding 
him is J. Harold Meyers, Lubrite di- 
vision sales manager. The division 
is headquartered in St. Louis. 


R. C. Alden, chairman, Phillips Pe- 
troleum Co.’s research planning board, 
has been elected vice chairman of 
the technical committee on petroleum 
products and lubricants of the Am- 
erican Society of Testing Materials. 


RETIRING after 
22 years with Sheil 
Oil Co, M. O. 
Sorrells (left), 
sales supervisor in 
the Columbus, 
Ohio, office, is con- 
gratulated by E. J. 
Griffin, Ohio divi- 
sion manager 


“Careers in Petroleum” 
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FEATURES THAT H 


FARRELL FIRST CHO 


THE FUEL-OlL DIST 


*MAXIMUM GALLONAGE 
with a tank tailored to your 
requirements, chassis, etc. — 
assuring you of ‘‘balanced 
loading’’ and compartment 
separations as you want them. 
*GREATER ROADABILITY 
because the tank is tailored to 
wheel base and over-all chassis 
dimensions. 

*CHOICE OF EQUIPMENT 
—Platforms, manholes, pump- 
ing systems, meter cabinets, 
walkaways, skirting, bumpers, 
ans equipment, etc., are 
of your choice — giving you 
exactly the truck-tank you 
want and need! 
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MADE 
CE WITH 
IBUTOR! 


*ECONOMY — any differ- 
ence in cost between a Farrell 
truck-tank and any other, 
whether due to freight, con- 
struction, etc., is returned 
many times over through 
lower distribution costs, main- 
tenance and longevity. 

*FARRELL Representatives 
are well schooled in the field 
of petroleum transportation 
and are valued friends and 
consultants of the distributors 


they serve. 

Write TODAY for FREE 

descriptive literature on FAR- 

- truck-Tanks and Semi- 
raslers. 











JOLIET, 


ILLINOIS 


LEAVE YOUR PETROLEUM TRANSPORTATION PROBLEMS ON OUR DOORSTEP... 








After severe test runs, engines are torn down and inspected for deposits, corrosion and wear. 


The parts in the background are examined in detail as a measure of performance of the test 


oil. The objective of these experiments is to develop new oils for the engines of the future. 


Sun’s Modern Automotive Laboratory 
Anticipates Your Customers’ Needs 


Research testing of new Sun products is the primary 
job of Sun’s Automotive Laboratory. It also has two 
other important services to perform. One is keeping 
in touch with new automotive developments; the other 
is umproving old methods and developing new ones 
for testing oil products. 


Running actual performance tests—in the labora- 


tory and on the road—is Sun’s way of providing 
you with quality products that you can sell under 
your own brand name with the assurance of customer 
satisfaction and good will. 


SUN Oil COMPANY PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 


Sun supplies a complete line of lubricating oils and greases; 
finished SAE oils; base blending stocks; finished greases; 
and grease bases for sale under your own brand name. 





